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NEW  MACLEANS  DIRECT  ACTION. 

UP  TO  47%  MORE  EFFECTIVE  AT  REDUCING 

PLAQUE  BUILD-UP  THAN  BRUSHING  ALONE." 

New  advanced  formula  Macleans  Direct  Action  has  a  higher  level  of  antibacterial  CPC  at 
0.1%  w/w.  This  level  delivers  increased  binding  of  antibacterial  to  tooth  enamel,*  and  is 
clinically  proven  to  give  superior  plaque  inhibition,  which  helps  give  greater  protection 
against  gum  disease. 

The  Macleans  Direct  Action  formulation,  in  fact,  is  proven  to  be  20%  more  effective  at 
plaque  reduction  than  a  leading  anti-plaque  mouth-rinse* 

As  Macleans  Direct  Action  is  designed  for  daily  use,  it's  particularly  useful  for  patients 
requiring  on-going  anti-plaque  protection  e.g  orthodontic  patients.  Additionally  it  has  a 
neutral  pH  level,  a  low  alcohol  content  at  8%  and  contains  fluoride  to  help  strengthen  teeth 
and  fight  tooth  decay. 

For  further  information  call  0500  888878 


^mZdeaii^  DIRECT  ACTION.  THE  FIRST 
MOUTHWASH  DESIGNED  TO  BRIDGE  THE  GAP 
BETWEEN  MAINSTREAM  AND  TREATMENT  WASHES. 

'Macleans'  and  'Macleans  Direct  Action'  are  trademarks. 

"Source  Data  on  file.  « 


COMMENT 


A  nother  torrent  of  paper  on  primary  care  groups 
l\  flowed  out  of  the  NHS  Executive  last  week  in 
A-l  the  shape  of  HSC  1998/139  along  with  its 
X  ^supporting  guidance  (C&D  last  week,  p7).  The 
circular  has  already  drawn  cries  of  'betrayal'  from 
GPs  as  the  consequences  of  a  tough  budgetary 
regime  are  finally  beginning  to  register.  Having  won 
the  political  battle  for  majority  representation  on 
PCG  boards,  it  is  a  bit  late  for  the  BMA  to  start 
worrying  that  GPs  will  refuse  to  participate.  HSC 
1998/139  spells  out  clearly  that  co-option  may  be 
considered  "for  dealing  with  specific  elements  of  a 
PCG's  tasks".  Supporting  guidance  notes  emphasise 
that  PCGs  "must  seek  to  actively  involve  and  engage 
all  stakeholders  in  shaping  the  decisions  and  policies 
of  the  group".  The  expertise  which  community 
pharmacists  have  is  identified,  along  with  the 
important  caveat  that  LPCs  should  be  consulted 
regarding  the  adoption  of  local  formularies  since  this 
will  have  a  direct  commercial  impact  on  pharmacy 
businesses.  However,  it  remains  disappointing  that 
pharmacists  do  not  have  a  place  on  the  board.  This 
point  should  be  made  forcibly  to  Mr  Dobson,  since 
le  is  asking  for  views  on  the  role  of  community 
pharmacists  in  the  primary  care  team  of  the  future. 

This  latest  devolution  of  resource  management  is 
going  to  demand  a  steep  learning  curve  from  PCG 
boards,  which  is  one  reason  why  the  latest  health 
circular    is    quite    specific    in    setting  out 
esponsibilities.  Quite  how  the  NHSE  reconciles 
statements  like  "There  will  be  no  question  of  anyone 
oeing  denied  the  drugs  they  need  because  a  GP  has 
run  out  of  cash"  with  "PCGs  will  be  expected  to  live 
mthin  their  budgets"  has  yet  to  be  revealed.  The  first 
eal  test  of  a  PCG's  mettle  will  the  requirement  to 
develop  a  costed  primary  care  investment  plan 
PCIP)  for  1999/2000  that  includes  "broader  primary 
•are  developments".  PCGs  will  be  run  as  shadow 
Drganisations  until  April  1999,  but  just  how  seriously 
hey  will  involve  the  broad  church  of  health 
:3rofessionals  will  become  evident  much  sooner. 
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NEWS 


Dobson  writes  to  pharmacies 
seeking  views  on  way  ahead 


Health  secretary  Frank  Dobson 
has  written  to  all  community 
pharmacies  in  England  inviting 
comments  about  his  proposed 
strategy  for  pharmacy. 

In  a  letter  sent  out  on  Tuesday, 
Mr  Dobson  says  he  would  like  to 
hear  views  from  people  working 
in  community  pharmacy  or  those 
with  an  interest  in  it.  He  is  also 
writing  to  NHS,  patient  and  other 
organisations. 

At  the  end  of  June,  he 
announced  he  would  be  publish- 
ing a  strategy  document  on 
community  pharmacy  in  the 
autumn,  as  well  as  holding  round 
table  talks  with  leaders  of  the 
pharmacy,  medical  and  nursing 
professions. 


"I  firmly  believe  that  we  are 
not  making  enough  use  of  the 
extensive  training  and  profes- 
sional skills  of  community  phar- 
macists in  both  medicines  and 
more  general  health  matters," 
says  Mr  Dobson  in  his  letter.  "The 
need  for  a  new  and  extended  role 
for  them  has  never  been  greater." 

He  is  asking  for  views  on  what 
is  good  about  the  current  system 
as  well  as  "what  is  less  good  and 
needs  change".  Views  on  how 
community  pharmacy  and  com- 
munity pharmacists  can  play  a 
greater  role  in  the  NHS  and  how 
this  can  be  done  "in  a  safe  and 
affordable  way  that  puts  patients 
first",  are  also  being  sought. 

Royal  Pharmaceutical  Society 


president  Hemant  Patel  says  the 
letter  provides  an  opportunity  to 
explain  to  Mr  Dobson  how  qual- 
ity services  are  being  provided 
by  pharmacists  to  improve 
patient  care  and  ensure  the  most 
cost  effective  use  of  medicines. 

"This  is  a  time  to  be  enthusias- 
tic. All  the  pharmacy  profes- 
sional bodies  are  encouraging 
people  to  respond.  I  would  be 
grateful  if  any  pharmacist  doing 
so  could  send  a  copy  of  their  let- 
ter to  me  at  the  Society,"  he  says. 

Responses  should  be  made  in 
writing  by  September  30  to  the 
Community  Pharmacy  Team, 
NHS  Executive,  Room  168,  Rich- 
mond House,  79  Whitehall,  Lon- 
don SW1A  2NS. 


RCP  report  supports 
pharmacist  advice 
to  care  homes 

All  residents  of  care  homes 
should  have  access  to  expert 
advice  from  a  pharmacist  if  they 
are  on  psychoactive  or  multiple 
medication,  according  to  a  report 
published  by  the  Royal  College  of 
Physicians. 

More  incentives  are  needed  for 
pharmacists  to  review  medica- 
tion and  act  in  a  training  role, 
says  the  report  'Enhancing  the 
health  of  older  people  in  long- 
term  care'. 

It  says  the  goal  should  be  to  use 
appropriate  medicines  in  mini- 
mum doses,  simplifying  regimes 
where  possible.  Regular  medica- 
tion review  is  the  cornerstone  of 
long-term  prescribing  and  all  res- 
idents taking  psychoactive  drugs 
or  polypharmacy  should  be 
assessed  as  to  whether  the  med- 
ication is  still  appropriate. 

Community  pharmacists 
should  be  encouraged  to  under- 
take monthly  medication  reviews 
for  every  resident,  bringing  any 
anomalies  to  the  CP's  attention. 

Any  recommendations  must  be 
specific,  based  on  fact,  referenced 
where  possible  and  accompanied 
by  suggestions  for  alternatives. 

The  aim  should  be  to  reduce 
medication,  improve  the  patient's 
quality  of  life  and  improve  com- 
munication between  residents, 
carers  and  prescribers. 

Hints  on  detecting 
forged  scripts 

Liverpool  LPC  secretary  Jeremy 
Clitherow  has  sent  local  contrac- 
tors some  hints  on  detecting 
forged  prescriptions. 

He  is  circulating  a  'Schedule  of 
doubt'  -  a  list  of  questions  phar- 
macists should  ask  themselves 
when  dispensing  a  suspect  pre- 
scription. They  are: 

•  Is  the  patient  a  stranger? 

•  Is  the  prescriber  a  stranger? 

•  Is  the  substance  liable  to  abuse? 

•  Is  it/are  they  high  cost  item(s)? 

•  Why  bring  the  prescription  in 
now? 

•  Why  has  the  person  brought  the 
prescription  here  when  it  was  pre- 
scribed from  a  distant  surgery? 

•  Is  the  patient  shifty/nervous/too 
cocksure/in  a  desperate  rush? 

•  Subsequent  attitude  -  did  they 
"have  to  wait"?  What  happened 
when  you  asked  them  to  call  back? 

•  Attitude  on  inquiry  -  What  hap- 
pened when  you  asked  about  the 
name  of  the  patient/the  declara- 
tion/ the  address  of  the  declaree? 

The  answers  will  help  pharma- 
cists assess  the  likelihood  of  the 
prescription  being  forged,  says 
Mr  Clitherow. 


PCC  chairman's  pharmacy  blasted  in 
in  Omagh  bombing 


An  Omagh  pharmacy,  less  than 
40m  from  where  the  bomb  went 
off  last  Saturday,  was  able  to  pro- 
vide help  for  the  wounded. 

Catherine  Slevin,  who  owns 
and  lives  by  the  Tyrone  Phar- 
macy in  Market  Street,  her  staff 
and  customers  escaped  rela- 
tively unscathed  by  the  incident. 
Mrs  Slevin  and  her  housekeeper, 
who  has  first  aid  training,  then 
went  out  to  offer  help.  At  one 
point,  a  child  whose  foot  had 
been  blown  off  was  brought  into 
the  shop,  where  a  tourniquet  was 
applied. 

Mrs  Slevin's  son  Patrick,  who 
is  chairman  of  the  Pharmaceuti- 
cal Contractors'  Committee,  was 
not  working  at  the  shop  at  the 
time  of  the  bomb,  but  quickly 
made  his  way  there. 

He  told  Chemist  &  Druggist 
on  Tuesday  of  the  horror  the 
bomb  has  inflicted  on  a  commu- 
nity in  which  he  grew  up,  where 
relations  between  the  different 
groups  were  considered  good.  "It 
has  never  been  a  town  full  of  big- 
otry or  hatred  ...  one  can  only 
hope  that  this  is  not  divisive." 

He  returned  to  the  pharmacy 
on  Tuesday  to  board  it  up,  but 
also  spent  the  morning  visiting 
families  of  victims.  "I  have  been 
round  to  four  houses  in  which 
there  were  four  people  killed. 
Everyone  shares  a  common 
grief,"  he  said. 

The  pharmacy  has  been  in 


The  aftermath  of  last  Saturday's  bombing  in  Omagh,  co  Tyrone.  The 
Slevins'  pharmacy  was  less  than  40m  from  the  bomb  blast 


bombings  before.  The  last  signif- 
icant damage  occurred  in  1985. 
Mr  Slevin  said  three  hours  after  a 
bombing  you  usually  wanted  to 
go  in  and  clean  up  and  get  back 
to  normal.  "You  do  not  feel  the 
same  urgency  this  time.  The 
town  feels  numb.  There  is  noth- 
ing happening,  there's  a  sense  of 
not  wanting  to  go  on." 

He  said  the  horror  was  still 
unfolding  as  people  were 
allowed  to  bring  the  dead  back  to 
their  homes  before  burial. 

Mr  Slevin  admired  the  ingenu- 
ity of  the  many  people  who  were 
on  the  scene  before  the  emer- 
gency services  arrived  and  "who 
performed  very  heroically".  Peo- 


ple were  using  shelving  and 
doors  as  stretchers,  and  a  bus 
was  commandeered  to  take  away 
the  walking  wounded. 

The  scene  outside  the  phar- 
macy was  described  as  "total  car- 
nage". Mr  Slevin  said  they  were 
stepping  over  limbs  in  the  street. 

"One  cannot  understand  what 
cause  it  serves  by  murdering 
women  and  children,"  he  said. 
"We  talk  about  things  being  the 
will  of  God.  One  questions  the 
strangeness  of  the  will  of  God, 
but  one  would  hope  there  is  a 
grace  of  God  for  us  to  accept 
what  perhaps  we  do  not  under- 
stand and  so  that  we  do  not 
become  embittered." 
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Window  displays  help  health  promotion 


Window  displays  and  extra  train- 
ing for  pharmacists  on  health 
promotion  techniques  have  seen 
enquiries  about  pregnancy  dou- 
ble in  West  Sussex  pharmacies. 

In  addition,  requests  for  nutri- 
tional information  rose  25  per 
cent  while  occasions  when  phar- 
macists offered  advice  on  nutri- 
tion increased  four-fold. 

The  figures  come  from  a  study 
carried  out  in  the  Chichester  and 
rawley  areas  earlier  this  year. 


The  scheme  aimed  to  enhance 
the  health  promotion  skills  of 
pharmacists  in  West  Sussex,  as 
well  as  giving  them  information 
on  certain  health  areas  which 
they  could  pass  on  to  customers. 

Based  on  the  work  in  Ealing, 
Hammersmith  &  Hounslow 
Health  Authority  (C&D  January 
4,  1997,  p4),  the  study  included 
monitoring  the  number  of 
requests  for  information  from 
customers  before  and  during  the 


period  of  the  window  display. 
Evaluation  of  the  training  ses- 
sions was  also  earned  out. 

Pharmacists  received  general 
training  on  promoting  health  as 
well  as  specialist  training  on 
nutrition  and  pregnancy.  Each 
received  S400  as  a  payment  for 
window  space,  record  keeping 
and  taking  part,  and  £250  for 
training  days.  The  total  funding 
of  £12,680  came  from  Primary 
Care  Development  Funds. 


Pharmacies  preferred  to  supermarkets 


\  survey  has  found  overwhelm- 
ng  preference  for  using  a  'tradi- 
ional'  pharmacy  compared  to 
he  supermarket  to  obtain  pre- 
scriptions. 

A  Chichester  Community 
Eiealth  Council  survey  carried 
)ut  in  May  has  found  that  only  18 
)ut  of  the  616  respondents,  or  2.9 
)er  cent,  prefer  the  supermarket. 
Mmost  seven  out  of  10  (69.3  per 
ent)  favoured  the  traditional 
)harmacy,  with  the  remainder 
opting  for  the  GP  surgery. 

The  'Survey  of  preferences  for 
nimary  care'  was  conducted  in 
tfay  in  hair  salons  in  the  city.  Tar- 
;et  subjects  for  the  survey  on 
dews  about  pharmacy,  GP  and 
lental  services,  were  those  visit- 
ng  15  of  the  city's  hair  salons 
male,  female,  imisex,  tradi- 
ional,  modem)  which  were 
selected  to  give  a  representative 
ample  of  the  population. 

Salon  customers  were 
egarded  as  having  the  time  and 
ipportunity  to  co-operate  with 
he  survey  while  waiting  and  the 
alon  owners  distributed  and  col- 
cted  the  response  forms. 
Of  the  respondents,  over  a 
hird  (  36.9  per  cent)  used  a  phar- 
macy more  than  monthly,  but 
■ss  than  fortnightly,  while  a  fifth 


used  a  pharmacy  every  one  or 
two  weeks.  However,  just  over  a 
third  replied  they  never  con- 
sulted a  pharmacist  for  medical 
advice  and  a  similar  number  had 
not  done  so  for  over  a  year. 

"The  tendency  not  to  use  phar- 
macists for  medical  advice  may 
reflect  lack  of  public  awareness 
of  the  role  of  pharmacists,"  says 
the  report. 

Although  the  respondents 
show  a  heavy  bias  towards 
females  (16:1),  the  CHC  believes 
that  the  results  "give  a  useful 
indicator  of  public  opinion  which 
should  be  taken  into  account 
when  decisions  regarding  plan- 
ning and  development  of  ser- 
vices are  taken". 

CHC  chief  officer  Richard 
Mason  said  the  survey  was  con- 
ducted mainly  to  obtain  views  of 
the  general  public  in  areas  of 
concern  where  they  might  con- 
centrate in  t  he  future.  "One  of  the 
areas  is  the  underutilisation  of 
community  pharmacy.  It  should 
be  part  of  the  whole  aspect  of  pri- 
mary care  in  a  way  it  has  not 
been  used  in  the  past,"  he  said. 

One  of  the  areas  the  CHC 
hopes  to  work  on  is  to  help 
inform  the  public  of  the  services 
that  are  available  at  their  com- 


munity pharmacy  and  make  peo- 
ple aware  that  it  is  an  alternative 
service  to  the  GP. 

Mr  Mason  said  that  as  the  CHC 
was  a  statutory  consultee  for 
pharmacy  contract  applications, 
the  results  would  be  of  use  when 
considering  applications  from 
supermarkets. 

The  CHC  has  taken  an  active 
interest  in  pharmacy  and  Mr 
Mason  says  relations  with  the 
Local  Pharmaceutical  Commit- 
tee are  "excellent".  The  CHC  was 
one  of  the  first  to  visit  every 
pharmacy  in  the  area. 

Commenting  on  the  apparent 
support  for  the  ability  to  have 
prescriptions  dispensed  at  a  GP 
surgery,  Mr  Mason  said  the  pub- 
lic quite  favoured  doctor  dis- 
pensing for  the  convenience,  "so 
we  need  to  make  sine  the  public 
are  making  an  informed  deci- 
sion, and  that  they  understand 
the  difference  between  the  doc- 
tor and  the  pharmacist  dispens- 
ing, and  the  added  value  pharma- 
cists can  bring". 

Besides  finding  out  about  the 
public's  preferences  for  primary 
health  care  services,  the  CHC  is 
pleased  that  the  nature  of  the 
survey  has  also  raised  its  own 
profile  in  the  local  press. 


pharmacists  as  anti- 
smoking  specialists 

Avon's  smoking  cessation  project 
is  being  extended  to  provide  each 
primary  care  group  area  with  at 
least  one  pharmacy  offering  spe- 
cialist advice. 

The  local  pharmaceutical  com- 
mittee and  health  authority  are 
seeking  14  more  pharmacies  as 
active  centres.  They  will  be  inte- 
grated with  Health  Promotion 
Services,  Avon's  referral  system 
from  GPs,  and  Quitline  (the  tele- 
phone helpline)  and  will  offers] >e- 
cialist  counselling  services. 

All  pharmacists  will  be  trained 
using  the  Pharmacist  Action  on 
Smoking  packs  and  half  will 
receive  additional  training  on 
behavioural  aspects  of  change. 
Participants  will  receive  £100 
after  a  year,  providing  proper 
records  and  follow-up  are  main- 
tained for  at  least  four  patients. 

LPC  secretary  Alaster  Ruther- 
ford said:  "I  hope  that  this  work 
will  demonstrate  to  PCGs  that 
NHS  community  pharmacy  has  a 
central  role  to  play  in  implement- 
ing Health  Improvement  Plans. 
They  should  be  more  sensitive  to 
the  real  local  health  gain  offered 
by  this  type  of  pharmacy  service." 
PCGs  were  a  way  to  secure  finance 
for  new  services,  he  added. 

Replying  to  suggestions  that 
the  project  might  divide  pharma- 
cies, he  said:  "To  sustain  our  case 
with  PCGs  we  have  to  be  able  to 
guarantee  quality  in  service  deliv- 
ery. It  simply  is  not  good  enough 
to  say  'go  to  your  local  pharmacy' 
when  standards,  as  we  all  know, 
are  variable.  What  we  are  looking 
at  here  is  the  first  stage  of  devel- 
opment with  minimal  resources." 

GPs  would  be  reminded  that  all 
pharmacies  sold  smoking  cessa- 
tion aids,  he  said.  The  centres 
would  offer  counselling  rather 
than  product  advice. 

PSNC  presses  on  pay 

The  Pharmaceutical  Services 
Negotiating  Committee  is  still 
waiting  for  a  further  pay  offer 
from  the  Department  of  Health. 
The  Committee  has  written  to  the 
DoH,  pressing  for  a  revised  offer 
to  be  sent  before  September. 

Drug  trafficking  exemption 

The  law  has  been  changed  to 
allow  the  manufacture  of 
chemical  precursors  so  they  can 
be  supplied  by  police  pursuing 
cases  involving  illicit 
manufacture  of  controlled  drugs. 
The  Act  comes  into  force  on 
Septembers.  Criminal  Justice 
(International  Co-operation) 
(Amendment)  Act  1998'.  The 
Stationery  Office  £0.65, 
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The  number  of  pharmacy 
premises  fell  again  in  July  to 
12,225,  down  by  four  from  June. 
The  month  saw  21  pharmacies 
commencing  trading,  28  deletions 
and  three  restorations.  Superdrug 
registered  32  pharmacies. 

BANs  and  rINNs 

It  is  unlikely  any  legal  changes 
on  adoption  of  recommended 
International  Non-proprietary 
Nannies  will  be  implemented 
before  mid-1999,  says  the 
Medicines  Control  Agency.  This 
is  due  to  the  volume  of 
correspondence  received  on 
consultation  letter  MLX  241. 

Chiropractice  Council 

The  General  Chiropractic  Council 
has  been  formally  established 
with  the  first  commencement 
order  made  underthe 
Chiropractors  Act  1994. 

NI  stats  for  April,,. 

There  were  1,805,663  items 
dispensed  from  1,033,825 
prescription  forms  in  Northern 
Ireland  in  April.  The  ingredient 
cost  was  £17.87  million  (£16.72m 
net).  Discount  was  £1. 151m,  with 
oncost  and  other  payments 
totalling  £2.826m.  Gross  cost  was 
£19.55m  (£18.99m  net).  Gross  cost 
per  prescription  was  £10.826  with 
ingredient  cost  £9.8985.  Net 
ingredient  cost  per  prescription 
was  £9.2612. 


...and  for  May 


There  were  1,753,821  items 
dispensed  from  1,050,179 
prescription  forms  in  Northern 
Ireland  in  May.  Ingredient  cost 
was  £17.51  million  (£16.38m  net). 
Discount  was  £1.124m,  with 
oncost  and  other  payments 
totalling  £2.757m.  Gross  cost  was 
£19.14m  (£18.60m  net).  Gross  cost 
per  prescription  was  £10.9141 
with  ingredient  cost  £9.9827.  Net 
ingredient  cost  per  prescription 
was  £9.3420. 


NHSE  spells  it  out  for  PCGs 


No  patient  will  be  denied  the 
drags  they  need  because  a  GP  or 
primary  care  group  has  ran  out 
of  cash,  says  a  Health  Service  cir- 
cular issued  last  week. 

GPs  will  still  decide  what  is 
best  for  the  patient,  whether  it  is 
prescribing  drags  or  referral  to 
hospital  for  further  investiga- 
tions or  treatment, 

The  circular  (HSC  1998/139) 
sets  out  the  next  steps  in  the 
development  of  PCGs,  explain- 
ing how  they  will  be  funded  and 
managed.  It  reaffirms  that  phar- 
macists may  be  co-opted  as  asso- 
ciate board  members,  without 
the  right  to  vote. 

Successful  PCGs  are  likely  to 
be  those  which  draw  on  all  the 
expertise  of  their  st  akeholders  t  o 
develop  local  policies,  the  circu- 
lar- says.  "It  will  be  the  ability  to 
build  and  sustain  effective  multi- 
disciplinary  working  and  part- 
nership that  becomes  the  most 
important  success  criterion." 

Pharmacists  could  play  a  sub- 
stantive role  in  devising  local 


prescribing  guidelines. 

Those  who  take  on  key  respon- 
sibilities in  developing,  govern- 
ing or  managing  PCGs  will  have 
their  time  "appropriately  remu- 
nerated in  line  with  a  national 
framework",  to  be  published  in 
the  autumn. 

There  will  be  local  flexibility  in 
how  PCGs  choose  to  develop 
their  structures  but  they  will  be 
expected  to  live  within  their'  bud- 
gets and  operate  cost-effectively. 

From  1999-2000  about  S3  per 
head  will  be  included  in  health 
authority  allocations  to  help  sup- 
port PCGs,  with  resources  vary- 
ing according  to  the  level  of 
devolved  responsibility  they  take 
on.  The  money  will  include  funds 
to  cover  management  costs  and, 
for  the  first  two  years,  the  costs 
of  winding  up  GP  fundholding. 

Health  authorities  may  start 
1999-2000  with  accumulated 
deficits  or  surpluses,  and  deci- 
sions on  the  handling  of  these 
balances  will  be  announced  in 
the  autumn.  A  guaranteed  mini- 


mum level  of  general  medical 
services  infrastructure  expendi- 
ture (or  'floor')  will  be  set  at 
health  authority  level,  equivalent 
to  each  authority's  current  base- 
line allocation  for  GMS  cash-lim- 
ited expenditure,  uplifted  for 
inflation,  so  investment  in  pri- 
mary care  infrastructure  can  be 
maintained. 

PCGs  will  be  required  to 
develop  a  costed  primary  care 
investment  plan  for  1999-2000, 
covering  GMS  infrastructure 
developments  (investment  in 
staff,  computers  and  premises) 
and  broader  primary  care  devel- 
opments. The  final  proposals  will 
be  subject  to  agreement  with  the 
health  authority  which  will  con- 
sider them  in  the  context  of  the 
wider  Health  Improvement  Pro- 
gramme and  the  total  'floor'  for 
GMS  infrastructure  spending. 

Individual  practices'  proposals 
for  new  investment  in  staff, 
premises  and  computers  will  be 
submitted  to  PCGs  and  consid- 
ered in  the  investment  plan. 


MDA  targets  Ecstasy  analogues 


A  total  of  36  compounds  related 
to  Ecstasy  (3,4-methylenedioxy- 
methamphetamine  or  MDMA) 
are  to  be  specifically  brought 
under  the  control  of  the  Misuse 
of  Drags  Act  1971. 

In  Home  Office  proposals 
issued  last  week,  the  compounds 
will  mainly  be  added  to  Part  I  of 
Schedule  2  of  the  Act  as  Class  A 
drags. 

As  they  have  no  acknowledged 
therapeutic  uses,  they  will  also 
become  listed  in  Schedule  1  of 
the  Misuse  of  Drags  Regulations 
1985. 

One  compound,  alpha- 
methylphenethylhydroxylamine 
or  N-hydroxyamphetamine,  is  to 
be  added  to  the  list  of  controlled 
drags  in  Part  II  of  Sch  2  of  t  he  Mis- 
use of  Drags  Act  as  a  Class  B 


drag,  as  well  as  Sch  2  of  the  Mis- 
use of  Drags  Regulations. 

The  compounds  are  named 
specifically  as  it  would  not  be 
possible  to  bring  them  within  the 
terms  of  a  generic  definition 
without  including  substances 
with  actual  or  possible  therapeu- 
tic usefulness,  says  the  Home 
Office  letter. 

The  letter  also  proposes  that 
the  1985  Regulations  be  consoli- 
dated to  take  account  of  the  eight 
amendments  that  have  been 
made  since  1985,  bringing  them 
all  together  in  one  document. 

Comments  about  the  propos- 
als should  be  sent  to  Sue  Mitchell 
or  Jonathan  Duke-Evans  at  the 
Action  Against  Drags  Unit,  Room 
243,  Home  Office,  50  Queen 
Anne's  Gate,  London  SW1H  9AT. 


Patients  to  be  asked 
their  views  on  NHS 

Up  to  150,000  NHS  patients  and 
users  in  England  are  to  be  asked 
for  their  views  on  the  service. 

As  well  as  an  annual  core  sur- 
vey of  patients'  experience  of  pri- 
mary care  services,  particularly 
in  general  practice,  there  will  be  a 
rolling  programme  looking  in 
depth  at  selected  areas  of  the 
NHS.  The  first  will  be  coronary 
heart  disease  and  cancer  ser- 
vices. 

Among  the  subjects  to  be 
assessed  will  be  ease  of  access  to 
services,  waiting  time,  quality  of 
information  about  treatment,  effi- 
ciency, privacy  and  dignity  of  care, 
and  courtesy  and  helpfulness  of 
staff.  Respondents  will  be  those 
"who  have  used  the  NHS  recently". 


20-21ST  SEPTEMBER  1998 


MMUNITY  PHARMACY  COMES  ALIVE 

NOW  FOR  YOUR  FREE  TICKETS  ON  01203  426402 


CHEMIST  &  DRUGGIST  22  AUGUST  1998 


XRAYSER 


INDUSTRY  VIEWPOINT 


Giving  the  thumbs  up 
to  retail  initiatives 

With  the  election  of  Hemant  Patel 
as  president  of  t  he  Royal  Pharma- 
ceutical Society,  Gaz  Clapinski  as 
chairman  of  the  NPA,  and  with 
Wally  Dove  heading  up  the  PSNC, 
the  pharmacy  profession  has 
three  strong,  persuasive  leaders 
for  the  challenging  year  ahead. 

It  was  interesting  to  read  (C&D 
August  8,  pl8)  that  one  of  Mr 
Clapinski's  priorities  will  be  to 
promote  unity  within  the  profes- 
sion. Few  who  would  disagree 
with  putting  that  in  a  manifesto. 

Away  from  pharmacy  politics, 
there  is  one  key  area  where  phar- 
macists are  pulling  together  to 
increase  their  purchasing,  retail- 
ing and  marketing  skills.  Without 
a  great  deal  of  publicity,  Numark, 
Unichem  and  AAH  are  progres- 
sively and  successfully  building  a 
strong  membership  for  each  of 
their  retailing  organisations. 

Numark,  with  over  1,200  mem- 

These  marketing 
initiatives  break 
new  ground  in 
pharmacy  sales 

jbers,  is  the  largest.  Unichem's 
Community  Pharmacy  initiative 
has  660  members,  and  AAH's  new 
Vantage  programme  is  being 
tested  in  80  pharmacies,  with 
plans  to  increase  membership  to 
1,000  within  a  year. 

From  a  manufacturer's  per- 
spective, these  developments  are 
encouraging.  The  potential  of  the 
wholesalers  to  make  their  mar- 
keting and  promotional  pro- 
grammes work  is  significantly 
enhanced  when  they  can  negoti- 
ate with  suppliers  and  guarantee 
support  and  compliance  from 
their  retail  members. 

Independent  community  phar- 
macists benefit  from  the  promo- 
tional discounts  negotiated  and 
the  increasingly  sophisticated 
support  being  offered  by  their 
chosen  wholesaler.  All  three  are 
exploring  the  potential  to  market 
directly  to  the  consumer. 

These  marketing  initiatives 
break  new  ground  by  helping 
pharmacies  increase  their  retail 
sales.  They  deserve  the  support 
of  all  manufacturers  prepared  to 
invest  in  the  pharmacy  sector. 
Written  by  a  senior  industry 
manager 


Drug  price 
hikes -there 
is  a  case  to 


answer 


Two  weeks  ago  (Xrayser 
August  8)  I  suggested  that  the 
spirit,  if  not  the  legality,  of  the 
Pharmaceutical  Price 
Regulation  Scheme  is  being 
broken  by  large  hikes  in  the 
prices  of  slow-moving  drugs 
when  they  change  ownership 
from  large  to  small 
companies. 

So  far  the  industry  has  been 
conspicuous  by  the  silence  of 
its  reply,  but  now  the  national 
press  has  picked  up  the  story 
(but  you  read  it  first  in  C&Dl) 
with  front  page  headlines  in 
The  Guardian  on  August  1 1 
and  follow-up  articles  later  in 
the  week. 

A  spokesman  for  Novartis, 
the  company  that  has  recently 
sold  a  number  of  slow-moving 
products  including  Slow 
Sodium,  Slow-K  and 
Syntometrine,  is  reported  by 
The  Guardian  as  saying  that 
these  drugs  were  underpriced 
relative  to  their  true 
manufacturing  costs,  but  now 
that  they  have  been  sold  they 
have  reverted  to  their  true 
market  value. 

This  argument  may  have 
some  validity,  but  the  PPRS 
was  designed  as  a  workable 
trade-off  between  the  need  of 
the  industry  to  invest  in 
research  and  development 
and  the  requirement  of  the 


Reflection; 


NHS  to  predictably  contain  its 
drug  expenditure. 

Within  the  scheme,  Novartis 
and  other  similarly  criticised 
companies  have  the  freedom 
to  adjust  prices  according  to 
their  own  internal  priorities,  as 
long  as  the  overall  agreed 
profits  are  not  exceeded.  This 
works  well  until  the 
distortions  of  internal  pricing 
are  exacerbated  by  disposals 
of  the  type  now  being 
criticised. 

Not  only  does  Novartis 
enjoy  a  one-off  capital 
injection,  but  it  also  retains  the 
manufacturing  contract  for  the 
supply  of  drugs  whose  profits 
now  conveniently  fall  outside 
the  scheme.  Meanwhile  the 
smaller  company,  who  has 
neither  research  or 
development  costs  to  recoup, 
can  raise  prices  with  apparent 
impunity. 

Public  accusations  of 
exploitation,  manipulation  and 
nepotism  in  the  pages  of 
national  newspapers  cannot 
make  for  contented 
boardroom  reading,  but  the 
industry  does  have  a  case  to 
answer.  The  overall  increased 
price  the  NHS  is  being  asked 
to  pay  must  be  fuelling  similar 
overall  profits  for  the  industry. 

Those  profits  must  be 
returned  quickly  to  the  NHS, 
and,  in  the  soon-to-be- 
renegotiated  PPRS,  a 
watertight  agreement  made 
whereby  the  internal 
machinations  of  the 
pharmaceutical  industry  are 
not  unfairly  funded  by  the 
taxpayer. 

Time  to  put 
the  brake  on 
syringe  sales 

The  supply  of  clean  'works'  to 
drug  abusers  was  originally 
introduced  in  order  to  limit 


the  spread  of  diseases  such  as 
AIDS  and  hepatitis  B.  Many 
years  later,  sales  are  made 
under  national  guidelines 
drawn  up  by  the  Royal 
Pharmaceutical  Society,  but 
needle  and  syringe  schemes 
are  still  organised  by  health 
authorities,  with  the  funding 
allocated  often  unable  to  cope 
with  demand. 

In  Avon  this  lack  of  funding 
has  meant  that  a  rationing 
system  has  had  to  be 
introduced  for  the  exchange 
scheme.  But  in  introducing 
this  system,  the  problem  of 
pushers  offering  clean 
syringes  as  part  of  the 
'opening  package'  to  new 
clients  has  been  highlighted 
(C&D  August  15,  p4). 

Then  there  is  the  problem 
of  diabetics,  where  the 
potential  leakage  of  syringes 
onto  the  black  market  is 
always  a  possibility.  The  easy 
availability  of  clean  works 
may  prevent  disease  but, 
paradoxically,  may  also 
encourage  the  spread  of  drug 
dependency. 

The  return  of  used  syringes 
is  also  uncontrolled.  Despite 
the  RPSGB's  recent  tightening 
of  the  Code  of  Ethics,  I  receive 
back  less  than  10  per  cent  of 
the  syringes  I  sell. 

The  sources  of  supply  to, 
and  the  monitoring  of  returns 
from,  the  dependency  market 
is  uncontrolled  and 
fragmented  to  the  point  at 
which  the  present  system 
could  be  doing  more  harm 
than  good. 

Perhaps  the  time  has  now 
come  for  the  sale  of  syringes 
to  be  stopped. 

Diabetics  should  be  actively 
changed  to  the  'safer'  pen 
delivery  systems. 
Furthermore,  and  a  nationally- 
controlled  and  centrally- 
funded  needle  and  syringe 
scheme  should  be  introduced 
which  ensures  that  sterile 
works  are  freely  available,  but 
only  when  their  equivalent 
numbers  are  returned  to  the 
pharmacy  which  supplied 
them  for  exchange. 
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Hard  water  linked  to  eczema 


Atopic  eczema  in  children  may 
have  its  roots  in  everyday  expo- 
sure to  hard  water,  according  to  a 
study  in  Hie  Lancet. 

Environmental  factors  are 
known  to  be  involved  in  the  aeti- 
ology of  atopic  eczema,  and  hard 
water,  specifically  chlorine,  has 
been  cited  as  one  such  exacer- 
bant.  The  ecological  study  aimed 
to  establish  a  link  between 
domestic  water  hardness  and  the 
incidence  of  eczema  in  children. 

A  questionnaire  on  lifetime 
prevalence  of  eczema  and 
eczema  over  a  one  year  period 
was  sent  to  the  parents  of  4,141 
randomly  selected  primary 
school  children  and  3,499  sec- 
ondary school  children  in  south- 
ern Nottinghamshire  to  fill  in  on 
their  behalf. 


Data  on  regional  water  hard- 
ness was  then  matched  with 
eczema  prevalence.  Adjustments 
were  made  for  factors  relating  to 
sex,  age,  socio-economic  status 
and  access  to  health  care. 

A  significant  direct  relation 
between  eczema  and  water  hard- 
ness was  seen  in  primary  school 
children.  The  one-year  period 
prevalence  was  17.3  per  cent  in 
the  highest  water  hardness  area 
and  12  per  cent  in  the  lowest,  and 
25.4  per  cent  and  21.2  per  cent 
for  lifetime  prevalence. 

No  significant  relationship 
between  water  hardness  and 
eczema  was  seen  in  secondary 
school  children,  suggesting  that 
the  link  may  be  age-related.  One 
explanation  may  be  that  older 
children  wash  less  frequently 


and  are  less  exposed  to  hard 
water;  another  is  that  adoles- 
cents' skin  may  be  less  sensitive. 

Although  eczema  prevalence  in 
primary  school  children 
increased  as  chlorine  content  of 
the  hard  water  increased,  this 
was  not  significant  when 
adjusted  for  confounding  factors. 

Chlorine  was  thought  to  act  as 
an  irritant  to  existing  atopic 
eczema.  Calcium  and  magne- 
sium act  as  direct  irritants  but 
may  act  indirectly  by  making 
soap  and  shampoo  more  irritant. 

These  results  are  thought  to  be 
representative  of  the  whole  UK 
population  as  the  range  of  water 
hardness  levels  in  the  area  was 
typical  for  the  whole  country. 
Further  research  is  needed  to 
more  accurately  assess  the  link  . 


How  much  should  cholesterol  be  lowered  in  CHD? 


Cholesterol  levels  should  be  low- 
ered to  set  targets  rather  than  rel- 
ative values  for  each  patient. 

Professor  Rosengren,  of 
Sahlgrenska  University  Hospital 
in  Goteborg,  Sweden,  in  the 
British  Medical  Journal  that  set- 
tling for  proportional  lowering  of 
serum  cholesterol  instead  of  try- 
ing to  achieve  target  levels  is  ade- 
quate for  most  patients  but  is  not 
enough  for  a  significant  number 
who  get  sub-optimal  treatment, 

A  more  intensive  reduction  in 
risk  of  coronary  events  in  a  high 


Ensure  Plus  reformulated 

Ensure  Plus  in  tetrapaks  has 

undergone  the  following 

formulation  changes: 

%  proteins  now  include  milk 

protein  isolates; 

•  the  fat  blend  has  had  canola 

oil  and  corn  oil  added  to  it; 

the  carbohydrate  content  has 
slightly  increased  while  the 
sucrose  level  has  decreased; 
®  beta-carotene  has  been  added 
to  the  vitamin  and  mineral  blend. 
New  Ensure  Plus,  complete  with 
pack  redesign,  is  being  phased  in 
over  the  next  six  weeks  as  soon 
as  current  stock  is  exhausted. 
Abbott  Laboratories  Ltd. 
Tel:  01795  580303. 

Lipostat  now  for  stroke 

Lipostaf  (pravastatin)  has  had  its 
licence  extended  to  include  the 
prevention  of  stroke  in  post- 


risk  population  could  lead  to  "a 
not  unimportant  number  of  lives 
saved",  he  says.  However, 
whether  the  additional  numbers 
which  would  need  to  be  treated 
are  justified  by  the  number  saved 
is  not  clear,  nor  is  whether  pro- 
longed intensive  cholesterol  low- 
ering by  medication  will  lead  to 
excess  non-coronary  mortality. 

Several  large  trials  have  already 
shown  that  lowering  cholesterol 
in  patients  with  coronary  heart 
disease  and  normal  to  high  cho- 
lesterol levels  can  reduce  coro- 


nary events  by  20-40  per  cent.  The 
question  left  is  to  what  extent 
should  cholesterol  be  lowered. 

Current  guidelines  recom- 
mend reducing  low  density 
lipoprotein  to  2.6mmol/l.  The 
downfall  of  statins,  however,  is 
that  they  reduce  cholesterol  by  a 
proportion  of  the  pre-treatment 
value  rather  than  to  a  specific 
target.  Patients  with  high  choles- 
terol will  find  it  harder  to  achieve 
lower  set  targets,  even  though 
their  absolute  reductions  are 
higher. 


SCRIPT  SPECIALS 


myocardial  infarction  patients. 
Pravastatin  is  the  only  statin 
indicated  for  the  reduction  of 
risk  of  both  cardiovascular 
disease  and  stroke.  The  new 
indication  follows  the  results  of 
two  landmark  trials.  The  CARE 
trial  showed  that  pravastatin 
reduced  the  risk  of  stroke  in 
post-MI  patients  with  average 
cholesterol  levels  by  31  per  cent. 
In  the  LIPID  study,  it  reduced  the 
risk  of  stroke  in  patients  with 
post-MI  and  unstable  angina 
with  slightly  above  average 
cholesterol  levels  by  19  per  cent. 
Bristol-Myers  Squibb  Pharma- 
ceuticals Ltd.  0181  572  7422. 

Exorex  reminder 

Pharmax  Healthcare  has  issued 
a  statement  clarifying  the  legal 
status  of  its  Exorex  products  for 
psoriasis.  The  range  consists  of 
lotion,  cream,  a  leave-on 


conditioner,  shampoo, 
bath/shower  gel  and  soap.  Only 
the  lotion  carries  a  GSL  licence 
and  is  prescribable  on  an  FP10. 

Pharmax  Ltd.  Tel:  01322  550550. 

Insulin  shortage 

Hypurin  Porcine  30/70  mix  and 
Hypurin  Porcine  Isophane 
cartidges  are  temporarily  out  of 
stock.  However,  vial 
preparations  of  the  insulins 
continue  to  be  available  and 
should  be  used  in  place  of 
cartridges  where  possible. 
CP  Pharmaceuticals  Ltd. 
Tel:  01978  661261. 

Powerbreathe  source 

Pharmacists  trying  to  get  hold  of 
Powerbreathe  for  customers 
should  contact  makers  IMT 
Technologies  for  more 
information.  Powerbreathe,  a 


Smokers  suffer 
in  smoking  bans 

A  new  survey  has  shown  that 
nearly  a  quarter  of  smokers  are 
put  off  airline  flights  that  operate 
a  'no  smoking'  policy. 

A  Gallup  survey,  commissioned 
by  Pharmacia  &  Upjohn,  found 
that  22  per  cent  of  the  636  smok- 
ers surveyed  said  that  they  would 
be  stressed,  irritable,  nervous  or 
would  need  a  distraction  if  they 
were  flying  with  a  smoking  ban  in 
place.  One  in  four  smokers  said 
their  enjoyment  of  a  flight  would 
be  spoilt  where  smoking  was 
banned. 

There  were  also  significant  dif- 
ferences between  the  sexes  with 
nearly  twice  as  many  women  as 
men  being  guarded  about  flying 
without  a  cigarette. 

Dr  Jonathan  Foulds,  a  clinical 
psychologist  at  the  University  of 
Surrey  said:  "Smokers  who  feel 
that  they  are  likely  to  be  uncom- 
fortable in  a  non-smoking  envi- 
ronment should  plan  in  advance 
to  counteract  the  effects  of  nico- 
tine withdrawal  by  using  nicotine 
replacement  therapy  ...  this  will 
reduce  their  irritability  and  allow 
them  to  more  easily  enjoy  the 
flight." 

An  increasing  number  of  air- 
lines now  ban  smoking  on  flights: 
62  per  cent  of  the  world's  major 
international  airlines  surveyed 
now  operate  a  non-smoking  long- 
haul  service  and  76  per  cent  have 
a  blanket  non-smoking  policy  for 
shorter  internal  flights. 


non-drug  device  developed  to 
help  combat  breathlessness  by 
exercising  and  strengthening 
inspiratory  muscles,  has  been 
featured  on  BBC's  'Tomorrow's 
World'.  IMT  is  based  at  the 
Sports  Medicine  and  Human 
Performance  Unit,  University  of 
Birmingham.  Powerbreathe  is 
available  via  mail  order  priced 
£45  (one  pp  and  VAT). 
IMT  Technologies  Ltd. 
Tel:  0121  414  7676. 

MS  web  site  relaunched 

Serono,  maker  of  the  interferon 
Rebif,  has  relaunched  its 
multiple  sclerosis  web  site  to 
provide  patients  and  carers  with 
a  comprehensive  source  of  fact 
and  data  on  the  disease  and  its 
treatment.  The  web  site  is  at 
http://www.  ms-network.  com. 
Serono  Laboratories  (UK)  Ltd. 
Tel:  01 707  331972. 
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Set  the 


It's  easy  to  make  the  most  of 
sweat  rash  sales  with  Canesten 
Hydrocortisone,  especially  at  this 
time  of  year. 

Canesten  Hydrocortisone  is 
designed  to  get  rid  of  candidal 
sweat  rash  -  fast.  Its  unique  OTC 
combination  of  1%  hydrocortisone 
and  clotrimazole  quickly  and 
safely  reduces  the  inflamed  skin, 
soothes  the  itch  and  treats  the 
underlying  fungal  cause. 

As  a  critical  component  of  out- 
growing antifungal  education 
programme,  Canesten  Hydro- 
cortisone also  features  heavily  in 
the  latest  BEST  training  module. 

Designed  to  help  you  identify 
different  dermatological  skin 
infections  and  treat  them 
effectively,  it's  another  reason 
why  now  is  your  BEST  opportunity 
to  profit  from  the  sweat  rash 
market. 

Ring  Ceuta  Healthcare  Customer 
Services  on  01202  314  824  for 
your  BEST  programme,  today. 


Canesten*  Hydrocortisone 


Clotrimazole  1%  &  Hydrocortisone  1% 

Gets  rid  of  candidal  sweat  rash 


t  out  of  sweat  rash. 


iridged  Product  Information  for  Canesten  Hydrocortisone.  Presentation:  Canesten  Hydrocortisone  cream  containing  1%  clotrimazole  and  1%  hydrocortisone.  Uses:  Athlete's  foot  and  candidal  intertrigo  where 
existing  symptoms  of  inflammation  require  rapid  relief  Dosage  and  Administration:  Apply  thinly  and  evenly  to  affected  area  twice  daily  and  rub  in  gently  Contra-indications:  Use  on  face,  eyes,  mouth  or  mucous 
imbranes;  broken  or  large  areas  of  skin;  cold  sores  or  acne;  for  treatment  periods  longer  than  seven  days,  hypersensitivity  to  ingredients  Do  not  use  in  the  following  unless  prescribed  by  doctor  children  under  10  years, 
jgnancy  and  lactation;  on  ano-genital  area,  to  treat  ringworm  or  secondarily  infected  skin  conditions  Warnings:  Long-term  continuous  therapy  to  extensive  areas  of  skin  should  be  avoided  Avoid  covering  treated  area  with 
it  dressing  Side-effects:  Local  mild  burning  or  irritation.  Very  rarely,  patient  may  find  irritation  intolerable  and  stop  treatment.  Hypersensitivity  reactions  Legal  Category:  P  Package  Quantity  and  Cost  Price:  1 5g  tube,  £4  49 
aduct  Licence  Number:  PL  0010/0216  Further  Information  Available  From:  Bayer  pic,  Consumer  Care  Division,  Bayer  House,  Strawberry  Hill,  Newbury,  Berkshire,  RG14  1 JA  Date  of  Preparation:  March  1997 

©REGISTERED   TRADEMARK   OF   BAYER   AG.    BAYER   AND  ARE   TRADEMARKS   OF   BAYER  AG 


Cow  &  Gate  to  increase  weaning  market 


Cow  &  Gate  expects  to 
increase  the  volume  and 
value  of  the  baby  food 
market  with  its  launch 
this  month  of  a  jar  range 
of  wet  foods. 

The  new  range 
consists  of  14 
recipes  suitable 
for  babies  from 
four  months  to 
toddlers  of  12 
months  and  over. 
Recipes  such  as 
Sunday  Lunch, 
Vegetable  & 
Turkey  Casserole, 
Fruit  Muesli  and 
Chocolate 
Pudding  are 
available  in  three 
sizes  -  140g,  185g 
and  235g  -  aimed 
at  children  aged 
four,  seven  and  12 
months.  They 
retail  at  £0.46, 
£0.53  and  £0.71 
respectively. 

Research  by  the 
company  identified  a 
gap  in  its  portfolio,  and 
the  new  range  is 
intended  to  keep 


mothers  loyal  to  the 
Cow  &  Gate  brand  by 
offering  them  suitable 
products  at  each  feeding 
stage.  The  range  is  being 


As  mothers  express  a 
preference  for  food  in 
jars  rather  than  tinned 
foods,  Cow  &  Gate 
expects  many  tin  users 


positioned  to 
complement  rather  than 
compete  with  Olvarit,  its 
premium  jar  range  - 
giving  everyday  value 
with  Cow  &  Gate  and 
Olvarit  for  a  'treat'. 


to  upgrade  to  the  slightly 
more  expensive  jars, 
thus  pushing  up  the 
value  at  the  lower  end  of 
the  feeding  market. 

The  ultimate  aim  is  to 
retain  more  users  to  the 


A  sporting  opportunity  for  Vantage  pharmacists 


AAH  Pharmaceuticals 
has  launched  a 
permanent  niche 
category  to  help 
pharmacists  take 
advantage  of  the  fast- 
growing  sports  and 
recreation  market. 

Vantage  Sports  and 
Recreational  Care  is 
being  run  in  association 
with  Whitehall 
Laboratories  and  Seton 
Healthcare. 

It  is  designed  to  offer 
an  additional  business 
opportunity  to 


pharmacists,  while 
building  upon  their 
reputation  for  offering 
good  health  advice  in  the 
community. 

Under  the  title  'Active 
Body  Care',  the  section 
concentrates  on  the 
promotion  of  a 
comprehensive  range  of 
products,  including 
health  goods,  vitamins 
and  supplements, 
injury  aids,  rubs, 
analgesics,  supports  and 
specialist  foot  care 
products. 


The  package  for 
Vantage  members 
includes  a  designated 
GSL  sports  section  (4x1  m 
shelf)  within  pharmacy, 
PoS  material,  specialist 
leaflets  and  information 
guides. 

One  member  of  staff 
can  train  to  become  an 
expert  in  sport  and 
recreational  care  through 
a  distance  learning 
package. 

AAH  Pharmaceuticals 
Ltd. 

Tel:  01 928  717070 


Gaviscon  goes  on  TV  to  help  inflame  sales 


Reckitt  &  Colman  is 
investing  £2  million  in  a 
TV  campaign  for 
Gaviscon. 

Launched  on  August 
17,  the  campaign  will  ran 
for  four  weeks  across 
Channel  4,  Channel  5, 
GMTV  and  satellite 
stations. 

The  advertising  is 
designed  to  encourage 
users  of  antacids,  who 


often  misdiagnose 
heartburn  as  indigestion, 
to  use  the  Gaviscon 
range  to  soothe  the 
burning  sensation  of 
heartburn. 

The  commercial 
features  a  face  in  pain 
appearing  through 
flames  which  are  then 
quelled  with  Gaviscon. 
The  flames  represent  the 
sensation  of  heartburn. 


Gaviscon  brand 
manager  Amanda 
Williams  comments:  "By 
illustrating  the  soothing 
benefits  of  Gaviscon,  we 
are  looking  to  bring 
those  who  normally  self- 
select  GSL  antacids  from 
grocery  stores  into  the 
pharmacy." 
Reckitt  &  Colman 
Products. 
Tel:  01482  326151. 


12-month  stage. 
Currently  penetration 
drops  from  80  per  cent 
when  the  baby  is  0-4 
months  to  15  per  cent 
when  the  baby  is  a 
year  old.  Cow  & 
Gate  hope  to 
increase  the 
weaning  market 
despite  the  falling 
birth  rate. 
European  rates  of 
penetration  and 
prices  of  foods  are 
significantly  higher 
than  in  the  UK. 

Cow  &  Gate  is 
also  looking  to 
extend  into  first 
^  -      finger  foods  with 
the  launch  of  Pure 
Baby  Rice  Cakes 
(50g,  £0.89).  The 
cakes  have  no 
sugar  or  added  salt 
which  makes  them 
a  healthy  alternative  to 
rusks  and  biscuits.  Some 
£12  million  is  spent 
annually  on  adult  snacks 
for  the  under  twos. 
Cow  &  Gate. 
Tel:  01225  768381. 


Herbal  remedy 
advice  service 

GR  Lane  Health  Products 
is  launching  an  advice 
service  focusing  on 
herbal  remedies  for 
pharmacists  and  their 
customers. 

The  service  is  being 
introduced  in  response  to 
the  growing  consumer 
drive  for  self-diagnosis 
and  treatment. 

Individual  answers,  tips 
and  detailed  health 
advice  are  available  free 
of  charge.  Questions 
should  be  sent  to:  Janet 
Lane,  GR  Lane  Health 
Products,  FREEPOST, 
Gloucester,  Gil  3QB. 
GR  I  ane  Health  Products. 
Fei:  01452  524012. 


Bayer  BEST 


The  third  module  of  the 
Bayer  Educational  and 
Support  Training  (BEST) 
Programme  on  fungal  skin 
infections  has  been 
launched.  The  modules, 
aimed  at  pharmacy 
assistants,  are  available 
from  Ceuta  Healthcare. 
Bayer  Pic. 
Tel:  01635  563000. 


Migraleve  focuses  on  childhood 


Migraleve  is  focusing  on 
childhood  migraine  this 
year  and  has  produced  a 
booklet  on  the  subject  to 
coincide  with  Migraine 
Awareness  Week  (August 
31 -September  7). 

The  booklet  is  packed 
with  tips  and  advice  for 
parents  and  carers  of 
children  suffering 
migraine  and  includes  a 
diary  for  logging  attacks. 

In  the  LIK,  up  to  a 
quarter  of  a  million 
children  aged  7-15  are 


affected  by  migraine.  It 
often  goes  unnoticed 
because  the  associated 
nausea  and  vomiting 
means  it  is  mistaken  for 
common  stomach  ache. 

'A  Parent's  Guide  to 
Childhood  Migraine'  can 
be  obtained  by  sending 
an  SAE  to 

Migraleve/CHIBKTl, 
MMC,  Blacknest,  Alton, 
Hampshire  GU34  4PX. 
Pfizer  Consumer 
Healthcare. 
Tel:  01420  84801. 
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COUNTERPOINTS 


Wella  conjures  up  colour  gel 


Wella  is  launching  a  two- 
in-one  temporary  hair 
colour  with  the  hold 
benefits  of  a  styling  gel. 

Shockwaves  Magic 
Colour  Gel  is  aimed  at 


the  fashion-conscious, 
unisex  youth  market, 
The  range  is  being 
launched  to  capitalise 
on  the  Christ  mas  party 
season  as  well  as  the 


growing  trend  for 
temporary  hair 
colouring. 

Available  in  five  shades  * 
-  Spanish  Copper,  Aqua 
Blue,  Caribbean  Blue, 
Purple  Velvet  and 
Oriental  Gold  -  the  gels 
can  be  used  on  any  hair 
type  and  length.  Retail 
price  is  54.95  (50ml). 

The  range  will  be 
supported  with  a  youth- 
focused  campaign  in  the 
three  months  running  up 
to  Christmas. 

The  campaign  will 
include  sachet/postcard 
sampling  distributed 
through  bars,  clubs  and 
restaurants  nationwide. 
Weila  Great  Britain. 
Tel:  01256  320202. 


Irene  Gari  changes  face  of  autumn/winter  cosmetics 


Visage  International  is 
launching  four  new 
products  in  its  Irene  Gari 
Cosmetic  Solutions 
range  for  autumn/winter. 

They  include  Eyebrow 
Sealer,  a  conditioning 
groomer  and  fixative; 
Line  Free  Lips,  a  lipstick 
which  softens  tiny  lines 


ar  ound  the  mouth;  and 
Make-up  Corrector 
Crayon,  a  wax  pencil  to 
correct  make-up 
mistakes.  All  three 
products  retail  at  S5.95. 

New  too  is  Wonderlast 
Lift,  a  temporary  skin 
smoothing  and  tightening 
gel. 


This  cool,  transparent 
gel  is  formulated  with 
natural  extracts 
including  arnica  and 
bladderwrack  extract 
plus  glycogen  and 
glucosamine.  It  retails  at 
S6.95. 

Visage  International  Ltd. 
Tel:  01206  862762. 


Sensitive  solutions  from  Simple 


Smith  &  Nephew 
introduces  two  new 
products  in  its  Simple 
skin  care  range  next 
month. 

All  Day  Shine  Control 
Moisturiser  and  Vitamin 
Enriched  Cream  Bar  are 
both  formulated  for  the 
needs  of  sensitive  skin. 

Simple  All  Day  Shine 
Control  Moisturiser 
contains  micro  powders 
to  absorb  excess  oil  and 
keep  skin  looking  matt. 

The  product  has  a 
light,  oil-free  formula 
which  is  fragrance-  and 
colour-free.  It  includes  a 
UV  sunscreen.  Retail 


price  is  S3.49  for  a  75ml 
tube. 

Simple  Vitamin 
Enriched  Cream  Bar  is 
designed  as  facial  and 
body  cleanser  which  is 
enriched  wit  h  vitamins 
and  moisturisers. 

The  round  bar  contains 
vitamin  B5  and  vitamin  E 
to  help  moisturise  the 
skin  and  vitamin  F  to 
build  a  barrier  to  stop 
water  loss  from  the  skin. 

It  comes  in  a  circular- 
carton  and  retails  at 
S1.29  (lOOg). 
Smith  &  Nephew 
Consumer  Products  Ltd. 
Tel:  0121  327  4750. 


Simple 


All  Day 

Shine  Control 
Moisturiser 

un  OAs* 

PP>  .   J 

Vila, 


Cream  H.ir 


Analgesic  pack  size  change 
COUNTDOWN. 


Only  3  weeks  left. 

After  September  1 6th,  just  three  weeks  from  now,  it  will 
be  illegal  to  sell  paracetamol  and  aspirin  products  in  packs 
greater  than  32. 

So  make  sure  you  display  old  packs  prominently  and 
order  up  new  stocks  without  delay. 
Any  problems  see  the  SmithKline  Beecham  Pharmacy 
mail-out  for  full  details  of  changes  or  phone  our 
Helpline  on  0500  888  878. 


SB 


SmsthKlme  Beecham 

Consumer  Healthcare 


ON  TV  NEXT  WEEK 


Aquafresh  Flex  Direct:  All  areas  except  U,  C4,  GMTV 
Arrid  XX:  C,  A,  HTV,  W,  M,  LWT,  CAR,  C4,  GMTV,  Sat,  C5 

Canesten  Combi:  All  areas  

Clinomyn  Smokers  Toothpaste:  A,  C,  C4,  C5,  CAR,  G,  HTV, 

LWT,  M  

Diflucan  One:  B,  G,  C,  HTV,  M,  LWT,  CAR  

Imodium  Plus:  All  areas  

Just  tor  Men:  All  areas  

Listerine  antiseptic  mouthwash:  GTV,  STV,  G,  A,  M,  ITV 
Macleans  The  Toothbrush:  All  areas  except  LWT,  C4,  GMTV 
Macleans  Whitening:  All  areas  except  LWT,  C4,  GMTV 
Poli-Grip:  All  areas  except  B,  CTV,  W,  C4,  GMTV,  TSW 

Sensodyne  Toothpaste:  All  areas  +  Sat  

Sensodyne  Gentle  Mouthrinse:  All  areas  +  Sat  


Slim  Fast:  All  areas 


Wella  Shock  Waves:  Sat 


Wilkinson  Sword,  Protector  3D:  All  areas  except  Y,  CTV,  CAR,  GMTV, 
TSW  

A  Anglia,  B  Border,  C  Central,  C4  Channel  4,  C5  Channel  5,  CAR  Carlton, 

CTV  Channel  Islands,  G  Granada,  GMTV  Breakfast  Television, 

GTV  Grampian,  HTV  Wales  &  West,  LWT  London  Weekend, 

M  Meridian,  Sat  Satellite,  STV  Scotland  (central),  TSW  TV 

South  West,  TT  Tyne  Tees,  U  Ulster,  W  Westcountry, 

Y  Yorkshire 
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ENROL  TODAY 

AND  BREAKTHROUGH 
YOUR  PERFORMANCE  BARRIER! 

THE  SHAVING  MARKET 

8.9  million  men  use  a  systems  razor  and  there  are  48%  more  systems  users  than  in  1991.* 
The  number  of  systems  users  continues  to  grow  whilst  disposable  users  and  double  edge  users  decline* 
The  systems  market  is  worth  £129  million  and  is  5  times  bigger  than  it  was  in  1988,** 

WHAT  THE  CONSUMER  NEEDS 

In  independent  consumer  usage  tests,  the  end  benefits  identified  by  men  are  closeness,  smoothness 
and  comfort  of  shave  with  irritation  identified  as  the  single  largest  problem. 
Up  to  now  the  attributes  of  closeness  and  irritation  have  been  mutually  exclusive. 

Gillette 
JMACJ0 

3  BLADES,  FEWER  STROKES,  LESS  IRRITATION 
AVAILABLE  FROM  SEPTEMBER  Ist  1998 

MEDIA  SUPPORT 

Multi  million  pound  media  campaign  breaks  on  October  16th  1998 


£10,000,000 


ARE  YOU  PREPARED 
FOR  THE  YEAR  2000? 
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Computers  touch  all  of  us,  whether  it's  in  our 
homes  or  in  business. 
For  the  independent  pharmacist  your 
computer  equipment  represents  a  crucial 
cog  in  ensuring  your  business  runs  as 
smoothly  and  effectively  as  possible. 
Year  2000  compliance  provides  many  challenges  for 
the  businessman  and  you  will  need  to  be  certain  that 


UniChem 
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your  system  will  continue  to  operate  as  it 
does  today.  Who  knows  the  effect  if  it  fails 
to  function  as  you  intended. 
If  you  have  any  doubts  or  concerns 
please  call  us  now.  We're  here  to  help. 
We  will  work  with  you  to  ensure  all  is  in 
order.  Contact  UniChem  Customer  Systems  on 
0181  391  7092/3 


COUNTER 


Spa  treatment  is  a 
breath  of  fresh  air 


Finders  International  is 
launching  its  Dead  Sea 
Spa  Majik  range  with  an 
oral  cleansing  treatment 
for  healthy  white  teeth 
and  fresh  breath. 

Fresh  'n  White  is  a 
three-in-one  mineral- 
rich  clear  liquid  made 
from  a  formulation 
containing  pure  Dead 
Sea  salts  and  minerals. 

The  minerals  attack 
and  destroy  the  bacteria 
that  cause  bad  breath. 

The  treatment  can 
either  be  used  as  an 

Caress  offers 
cotton  buds 

Vernon-Carus  Consumer 
Healthcare  has  added 
cotton  buds  to  its  Caress 
range  of  cotton  wool 
products. 

Consumers  are  offered 
a  choice  of  plain  cotton 
buds,  baby  safety  buds 
and  make-up  buds. 

Plain  cotton  buds  are 
available  in  round  packs 
of  100  and  square  boxes 
of  200. 

The  baby  safety  buds 
come  in  square  boxes  of 
56. 

Ultra-fine  make-up 
buds  are  sold  in  packs  of 
100. 

All  the  products  are 
made  from  pure,  raw 
cotton,  processed 
without  chlor  ine 
bleaching. 
Vernon-Carus  Ltd. 
Tel:  01 772  744493. 


n 

sensation 


Procter  &  Gamble  has 
signed  up  pop  celebrity 
Brandy  to  appear  in  its 
TV  advertising  for  Cover 
Girl's  autumn  collection, 
'Bewitch,  Bejewel, 
Bedazzle'. 

Brandy's  recent  gold 
single  'The  Boy  is  Mine' 
reached  number  two  in 
the  UK  charts.  The  new 
commercial  hits  screens 
nationwide  in  September. 
Procter  &  Gamble  (Health, 
Beauty  &  Cosmetics)  Ltd. 
Tel:  01932  896000. 


alternative  to 
mouthwash  by  placing  a 
few  drops  in  a  glass  of 
water,  or  as  an 
alternative  to  toothpaste 
by  placing  a  few  drops 
on  a  toothbrush.  It  can 
also  be  used  as  an 
antiseptic  gargle. 

Available  from 
September  1,  the 
product  will  have  a 
special  launch  price  of 
S3. 95  (normal  retail 
price:  £4.95). 
Finders  International  Ltd. 
Tel:  01580  211055. 


Bodyform's  protective  message 


SCA  Hygiene  Products  is 
supporting  its  improved 
Bodyfonu  Invisible  Ultra 
Towel  range  with  a  S2.5 
million  TV  advert  ising 
campaign. 

The  moder  n,  upbeat 
commercial  focuses  on 
product  design  and  anti- 
leak  performance. 


The  campaign  began 
this  month  and  will  run 
until  October  18  in  the 
UK  and  until  October  11 
in  Fire.  It  is  part  of  an  58 
million  marketing 
support  package  for  the 
brand  this  year. 
SCA  Hygiene  Products. 
Tel:  01322  303057. 


Nicotinell  pilots  professional  cessation  programme 


Novartis  Consumer 
Health  is  adding  more 
weight  to  its  nicotine 
replacement  therapy 
with  the  introduction  of 
the  Nicotinell 
Professional  Cessation 
Programme. 

The  integrated 
smoking  cessation 
programme  brings 
together  the  primary 
health  care  team  of 
pharmacists  and  GPs, 
telephone  nurse 
counsellors  and  a  course 
ofNRT. 

The  company  is 
responding  to  research 
published  in  the  British 
Medical  Journal  last 
year,  which  found  that  23 
per  cent  of  callers  to  a 
helpline  staffed  by 
trained  professional 
counsellors  had  stopped 
smoking  a  year  after  first 
contact  and  that  it 


caused  some  positive 
change  in  the  smoking 
habits  of  88  per  cent  of 
callers. 

The  new  programme, 
which  is  being  evaluated 
over  three  months, 
involves  GPs  and 
dentists  being  given  a 
'prescribing'  pad  for 
Nicotinell.  Each 
individually  numbered 
sheet  is  split  into  three: 
the  prescription,  which  is 
filled  in  by  the  doctor;  a 
reply-paid  card  for  the 
pharmacist  to  send  off 
for  further  information; 
and  a  card  for  the  patient 
with  the  helpline  number 
and  details  of  when  their 
next  prescription  is  due. 

Patients  bring  the 
prescription  to  the 
pharmacy  where  they 
will  be  dispensed 
Nicotinell,  advised  by  the 
pharmacist  and  given  the 


card  to  take  away. 

Patients  can  call  the 
helpline,  run  by  Access 
24,  between  Sam  and 
1  lpm,  with  calls  charged 
at  national  rates.  The  line 
is  staffed  by  registered 
nurses,  trained  in 
smoking  cessation 
counselling.  When  the 
patient  makes  the  first 
call  they  are  registered 
on  the  programme  which 
provides  support  as  well 
as  follow-up  calls  to 
check  their  progress. 

Novartis  Consumer 
Health  is  confident  that 
the  new  programme  is 
likely  to  increase  the 
success  rate.  A  national 
roll-out  of  the  pilot 
programme  is  likely 
during  the  course  of 
1999 

Novartis  Consumer 
Health. 

Tel:  01403  210211. 


Milupa  invests  £lm  in  direct  mail  campaign 


Milupa  has  developed  a 
SI  million  direct  mail 
programme  targeting  new 
or  prospective  parents. 

It  is  designed  to  help 
parents  understand 
complex  nutritional 
issues  without  breaking 
the  DoH  guidelines. 

The  information 
includes  all  aspects  of 
babyfeeding  from  the 
importance  of  LCPs  in 
brain  development  to 
advice  on  balanced 
nutrition  and  weaning. 
Milupa  Ltd. 
Tel:  01225  768381. 


Special  deal 


Promotional  deals  are 
available  on  two  Bray 
Health  and  Leisure 
products  until  November. 

Pharmacy  orders  ot  24 
Avoca  Wart  and  Verruca 
Treatment  sets  (rsp  £3.25) 
will  receive  four  free  sets. 
Orders  of  ten  Nix  pencils 
for  shaving  nicks  (rsp 
£1.39)  will  get  an  11th 
pack  free. 

A  team  of  sales  agents 
is  being  launched  by  the 
company  to  target 
independent  pharmacies 
directly. 

Bray  Health  &  Leisure. 
Tel:  01367  240736. 

Lyclear  change 

Kestrel  Healthcare  has 
been  awarded  a  four-year 
contract  by  Warner 
Lambert  to  promote, 
market  and  sell  the 
prescription  products 
Lyclear  Dermal  Cream  and 
Anusol  HC  inthe  UK  All 
orders  for  these  products 
should  now  be  placed 
with: 

AAH  Agency  Service. 
Tel:  01925  242643. 

Bodybuilding 

Colgate-Palmolive  is 
building  sales  of  its  body 
care  products  in  the 
pharmacy  sector  with 
price  promotions  through 
Enterprise  in  September. 

Enterprise  is  offering  a 
four  for  the  price  of  three' 
promotion  on  the  new 
look  Palmolive  Soap  as 
well  as  price  promotions 
on  Palmolive  Liquid  Hand 
Wash  and  across  the 
Palmolive  shower  and 
bath  products  range. 
Colgate-Palmolive 
(UK)  Ltd. 

Tel:  01483  302222. 


Cutting  edge 


Procter  &  Gamble  is 
supporting  its  Hugo 
fragrance  with  a  new 
youth  activity  programme. 

In  association  with  Kiss 
FM,  the  company  has 
introduced  a  series  of 
Hugo  UK  and  US  Garage 
nights  at  leading  UK 
clubs. 

Six  pairs  of  male  and 
female  artists  have  been 
commissioned  to  design 
unique  Hugo  vending 
machines  which  will  be 
located  within  the  club 
environment. 

Procter  &  Gamble  (Health, 
Beauty  &  Cosmetics)  Ltd. 
Tel:  01932  896000. 
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Getting  the 
best  out  of 
our  bodies! 


The  nation  is  currently  being  spurred  into  activity,  but 
what  should  you  consider  when  a  customer  asks  you 
about  sports  health?  Dr  Tom  Crisp,  sports  physician  at 
the  Royal  London  Hospital,  gives  some  pointers 


We  are  made  more  aware 
every  day  of  the  need 
for  proper  preparation 
to  maximise  perfor- 
mance in  sport,  and  this 
no  longer  applies  only  to  the 
elite.  Recreational  athletes  in 
many  sports  are  copying  their 
elite  role  models  in  areas  such  as 
nutrition,  so  expect  sportsmen 
and  women  to  come  to  the  phar- 
macy with  questions  about  diet 
or  supplements.  There  are  some 
basic  answers  to  the  likely  ques- 
tions, though  referral  to  a  sports 
nutritionist  may  be  necessary  for 
the  more  difficult  problems.  The 
Sports  Nutrition  Foundation 
(0171  251  0583)  has  a  list  of 
accredited  sports  nutritionists 
who  can  answer  most  queries. 

The  energy  for  exercise  comes 
largely  from  carbohydrates 
stored  in  muscle  as  glycogen.  So 
a  diet  high  in  carbohydrates  is 
essential,  with  perhaps  as  much 
as  60-65  per  cent  of  the  calories 
coming  from  this  source.  The 
total  calorie  intake  reflects  the 
total  calories  used  up  and  may  be 
as  much  as  3,000-4,000  calories. 

In  sports  where  weight  must  be 
controlled,  such  as  boxing  or 
gymnastics,  the  need  to  balance 
calories  in  with  calories  out  is 
essential,  and  imbalance  can  lead 
to  health  problems,  such  as  the 
loss  of  periods  (amenorrhoea) 
and  stress  fractures. 

It  is  easier  to  replenish  glyco- 
gen in  the  first  two  hours  after 
exercise  because  of  changes  in 
insulin  sensitivity  during  and 
immediately  after  exertion.  This 
can  be  important  if  training  over 
long  periods  or  repeatedly  during 
the  day,  so  food  after  exercise  or 
high  calorie  drinks  containing 
glucose  polymers  can  be  useful 
to  get  carbohydrates  in  as 
quickly  as  possible. 

A  normal  diet  (especially  for 
non-vegetarians)  contains  enough 
protein  for  athletes,  even  those 
doing  a  lot  of  weight  training. 
Athletes  need  to  eat  a  balanced 
diet  which  contains  fruit,  vegeta- 
bles and  fibre.  If  five  portions  of 
fruit  and  vegetables  are  eaten 
daily,  there  is  no  need  for  vitamin 
or  mineral  supplementation. 
Even  the  antioxidants  that  are  all 
the  rage  at  present  will  be  con- 
tained in  adequate  quantities 
(especially  for  regular  exercis- 
ers) in  this  diet.  If  the  diet  is  poor 
there  may  be  deficiencies,  but 
the  answer,  even  for  the  busiest 
professional  athlete,  should  be  to 
eat  a  proper  diet. 

Exceptions  to  this  may  be  veg- 
etarians who  may  need  specialist 
advice  in  order  to  get  all  the 
essential  elements,  and  female 


athletes  with  heavy  periods  who 
might  need  iron  supplementa- 
tion. Otherwise  there  is  no  scien- 
tific evidence  to  support  the  use 
of  vitamin  supplementation. 

Do  dietary  requirements  vary 
from  sport  to  sport?  In  all  sports, 
both  explosive  and  endurance, 
the  important  part  of  the  energy 
production  is  from  carbohydrate, 
and  it  is  merely  the  total  calories 
that  vary  according  to  the  inten- 
sity and  duration  of  exercise. 
Even  in  the  thinnest  athlete, 
there  is  enough  fat  to  provide 
that  part  of  the  energy  equation, 
but  shortage  of  carbohydrate  is  a 
major  contributor  to  fatigue. 
Fatigue  may  lead  to  poor  tech- 
nique and  risk  of  injury,  so  good 
nutrition  can  prevent  this.  It  is 
impossible  to  list  every  way  of 
preventing  injury  in  this  short 
article,  but  some  are  listed  below. 

Questions  about  what  exercise 

Prevention  of  injury 

Good  preparation 

nutrition,  adequate  hydration 
psychological  preparation 
warm  and  stretch  (stretching 
specifically  relevant  to  the  activity) 

Proper  technique 
good  coaching  and  adequate 
control  (especially  contact  sports) 
slow  progression  of  workload 
(intensity  and  duration) 

Suitable  equipment 
shoes  (especially  in  endurance 
sports  like  running) 


is  best  are  difficult,  and  the 
answer  really  rests  with  the  indi- 
vidual. The  American  College  of 
Sports  Medicine  recommends 
exercise  intense  enough  to  be 
hard  work  (with  the  pulse  rate  up 
to  60-75  per  cent  of  maximum  - 
220  beats  per  minute  minus  age) 
for  30-60  minutes  three  to  five 
times  per  week.  This  is  too  much 
for  the  beginner  who  should 
build  up  exercise  gradually. 
Increasing  total  workload  by  10 
per  cent  per  week  will  minimise 
the  risk  of  injury. 

For  people  who  just  want  to 
get  healthier,  then  making  exer- 
cise part  of  their  lifestyle  is 
important.  For  them,  the  recom- 
mendations are  to  accumulate  30 
minutes  or  more  of  moderate 
exercise  (climbing  the  stairs, 
brisk  walking,  vacuuming  the 
house,  gardening  etc)  during  the 
course  of  most  if  not  every  day. 
So  short  periods  of  exercise  - 
five  to  ten  minutes  -  all  help. 

Extreme  (anaerobic)  exercise 
has  no  health  benefit,  but  has  big 
performance  benefits.  Exercise 
at  these  levels,  when  lactate  is 
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accumulated  and  fatigue  is  very 
quick,  increases  fitness  to  play 
many  sports  and  many  coaches 
will  exercise  in  training  the  ath- 
letes at  or  above  the  level  at 
which  lactate  levels  rise  (lactate 
or  anaerobic  threshold)  to 
improve  endurance  and  speed. 
However,  the  benefits  -  lowering 
of  heart  disease  risk,  blood  pres- 
sure, cholesterol,  and  diabetes 
risk  -  do  not  apply  to  short  peri- 
ods of  extreme  exercise. 

For  weight  loss,  there  is  no 
easy  answer.  The  accepted  wis- 
dom is  that  diet  and  exercise 
must  be  combined  to  be  effec- 
tive. Exercise  must  use  up  a  con- 
siderable amount  of  energy  over 
a  long  period  to  be  effective. 
Research  is  constantly  providing 
new  information  on  how  much 
exercise  to  take.  Organisations 
such  as  Re-Energise  (01483 
728480)  and  Weight  Watchers  can 
provide  information. 

Network  of  clinics 

And  when  it  all  goes  wrong,  there 
are  sports  injury  clinics  all  over 
the  country.  With  the  creation  of 
the  UK  Sports  Institute,  a  net- 
work of  clinics  will  be  organised 
and  highlighted,  but  in  the  mean- 
time where  should  one  go?  Clin- 
ics with  a  doctor  and  a  chartered 
physiotherapist  are  probably  the 
minimum  standard,  and  usually 
the  more  specialists  available, 
the  better  the  clinic. 

The  important  first  step  is  the 
diagnosis.  With  overuse  injuries, 
it  is  import  ant  not  just  to  treat  t  he 
symptoms  but  to  find  the  under- 
lying cause  and  so  prevent  recur- 
rence. So  a  clinic  with  access  to 
diagnostic  scans  etc  may  be  use- 
ful, and  this  is  more  likely  with 
the  presence  of  a  doctor.  The 
staff  should  be  trained  specifi- 
cally in  sports  medicine  and 
there  are  postgraduate  degrees 
for  doctors  and  physiotherapists. 

Other  disciplines  such  as 
osteopathy  and  podiatry  can  be 
very  import  ant  and  if  they  are  not 
available  in  the  clinic,  referral 
may  be  possible.  A  list  of  clinic  s 
is  available  from  the  National 
Sports  Medicine  Institute  (0171 
251  0583)  and  some  regions  of 


the  English  Sports  Council  (such 
as  Eastern  Region  -  01234 
345222)  have  a  list  of  clinics  in 
their  area. 

The  use  of  analgesics  is  hotly 
debated,  especially  NSAlDs. 
There  is  evidence  that  they  are 
useful  in  the  early  period  (three 
to  five  days)  but  not  after  this. 
Topical  NSAIDs  have  recently 
been  reviewed  in  the  BMJ  and 
have  been  shown  to  reduce  pain 
effectively  in  some  people.  This 
may  speed  mobilisation  of  an 
injury  and  so  speed  recovery. 

Analgesia  should  never  be 
used  as  a  means  of  masking  an 
injury  and  gelling  back  to  sport 
early.  This  runs  a  large  risk  of 
making  a  minor  injury  worse,  and 
may  do  further  damage.  However 
pain  relief  is  a  major  part  of  the 
treatment  and  is  why  physiother- 
apists may  use  ice  to  help  get  a 
joint  moving  after  injury. 

To  support  a  joint  to  play  ear- 
lier than  advisable  is  risky.  How- 
ever if  proper  rehabilitation  has 
been  followed,  then  taping  has 
been  shown  to  prevent  recur- 
rence. The  ankle  and  thumb  are 
most  easily  and  effectively  taped. 
Early  taping  of  the  ankle  after 
injury  may  enable  early  mobilisa- 
tion and  walking  and  therefore 
help  in  the  treatment. 

Rubber  and  neoprene  supports 
do  little  more  than  remind  the 
owner  of  an  injury.  During  most 
sports  'internal  heating'  will  be 
far  more  effective  than  any  exter- 
nal wanning,  and  there  is  no  sci- 
entific evidence  to  prove  benefit 
from  the  use  of  soft  joint  sup- 
ports. Advice  from  a  physiothera- 
pist is  recommended  before 
using  a  support  for  a  serious 
injury.  It  should  not  be  used  as  a 
short  cut,  but  if  wealing  a  sup- 
port gives  an  athlete  confidence, 
it  may  be  useful. 

Finally  the  choice  of  exercise 
can  affect  the  injury  risk.  Some 
sports  -  swimming,  cycling  and 
aerobics  -  carry  a  low  risk  of 
injury  compared  with  rugby  and 
football.  So  directing  a  potential 
exerciser  towards  a  safe  sport  is 
sensible,  though  they  should 
enjoy  their  choice  if  they  are  to 
benefit  from  regular  exercise. 
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Vitamins  help  you 
grow,  don't  they? 

The  vitamin,  mineral  and  supplements  market  could 
grow  at  10  per  cent  per  year  according  to  one  source. 
But  where  will  most  of  that  growth  be? 


Redoxon  reintroduced  its  plain  variant  after  more  than  300  people 
contacted  Roche  for  its  return 


Last  month,  Corporate  Intel- 
ligence on  Retailing  pre- 
dicted the  10  per  cent 
growth  in  the  VMS  market 
would  continue,  buoyed  up 
by  the  continued  consumer  inter- 
est in  'health'  overall. 

In  particular,  it  sees  the  multi- 
ingredient  preparations  doing 
best.  The  total  multivitanrin- 
with-minerals  category  grew  19 
per  cent  in  the  year  to  June  15  to 
a  value  of  S31.3  million  according 
to  IRI*.  CIR  believes  multipur- 
pose VMS  preparations  for  chil- 
dren will  also  fare  well. 

However,  growth  in  value  of 
the  multipurpose  multivitamin 
and  mineral  sector  has  been  bal- 
anced by  decreases  in  other  mul- 
tivitamin combined  preparations 
such  as  with  cod  liver  oil  (down 
27.1  per  cent),  with  evening  prim- 
rose oil  (down  11  per  cent  ),  with 
calcium  (down  16.2  percent)  and 
with  iron  (down  10.6  per  cent). 

One  of  the  combined  multivita- 
min preparation  categories  - 
with  added  folic  acid  -  is  up  a  sig- 
nificant 15.2  per  cent  to  SI. 43m. 
This  could  correspond  with  the 
widespread  health  promotion 
activity  relating  to  folate  intake 
and  pregnancy. 

Among  the  brands,  the  trend 
has  been  reflected  in  products 
such  as  Centrum.  This  increased 
its  total  sales  by  53.4  per  cent  to 
£7. 39m  in  the  year  to  June  15*, 
having  been  introduced  to  the 
UK  in  March  1996.  The  sub- 
brand  Sanatogen  Gold  Multivita- 
mins increased  25.9  per  cent  to 
S6.9m. 

But  among  the  changes,  over- 
all it  has  been  the  nebulous  'own 
label'  group  which  has  fared  bet- 
ter than  the  next  three  largest 
manufacturers  among  the  top 
ten: 

The  total  vitamins  and  mineral 
market  fell  slightly  -  down  half  a 
per  cent  to  a  total  value  of 
£310m*.  So  is  the  consumer 
looking  to  own  label  brands 
because  they  perceive  them  as 
being  better  value  for  money? 
With  growing  recognition  that 
health  maintenance  can  mean  a 
long-term  commitment  to  a  'bal- 
anced diet',  perhaps  buyers  pre- 
fer the  less  expensive  brands  if 
they  are  going  to  develop  the  'vit- 
amin habit'. 


Part  of  the  problem  has  been 
caused  by  the  vitamin  B6  saga 
and  a  scare  story  in  the  Daily 
Mail  suggesting  high  dose  vita- 
min C  may  cause  problems.  Fish 
oils  have  also  bad  unfortunate 
press  coverage  over  allegations 
about  chemical  contamination. 

This  might  help  explain  the 
slight  drop  in  Seven  Seas'  leading 
osition  over  the  past  year.  How- 
ever, the  company,  brand  and  its 
Cod  Liver  Oil  sub-brand  all  lead 

Continued  on  P18  ► 


Sanatogen 
Sanatogen  'CLASSIC 


NEW. 


50  50+ 


Sanatogen  Classic  50+  is  driving 
a  "thriving  new  category  of 
vitamins  especially  for  the  over- 
50s",  says  Roche 


hew 

Sanatogen 


Roche's  Sanatogen  Gold 
Effervescent  "scored 
fantastically"  on  taste 
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^Centrum 
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Whitehall's  Centrum  is  continuing 
its  links  with  sports  promotion  as 
well  as  the  'young  at  heart' 


Seven 
Se 

HIGH  STRENGT 


1050mg 

CAPSULES 


ONE-A-DAY 

Helps  maintain  supple 
and  flexible  joints 

60  CAPSULES 


Seven  Seas  Cod  Liver  Oil  One-a- 
day  is  helping  keep  the  company 
and  brand  in  prime  position 

<  Continued  from  PI  7 

in  the  market.  And  to  help  cor- 
rect misinformation,  Seven  Seas 
is  supporting  the  Omega-3 
Helpline,  set  up  to  help  explain 
the  benefits  of  cod  liver  oil. 

Seven  Seas  cites  research  at 
the  University  of  Exeter  into 
complementary  remedies  where 
60  per  cent  of  t  rialists  found  CLO 
the  most  effective  OTC  comple- 
mentary treatment  in  the  relief  of 
arthritis.  Part  of  the  problem  is 
believed  to  be  an  imbalance  in 
essential  fatty  acids  in  the  body, 
with  too  little  of  the  omega-3 
type.  This  would  otherwise  have 
an  effect  on  blocking 
prostaglandin  activity.  Call  0845 
6024026  for  an  information  pack. 

BR  Pharmaceuticals  antici- 
pates demand  for  its  Valupak 
range  of  vitamins  and  supple- 
ments, offering  the  consumer  a 
month's  supply  from  as  little  as 
SO. 99.  BR  saw  turnover  double 
last  year  and  expects  a  further 
doubling  this  year. 

Roche's  VMS  category  man- 
ager Sophia  Smith  sees  the 
recent  downturn  in  the  VMS  mar- 
ket, with  MAT  down  5  per  cent, 


as  temporary.  "The  past  six 
months  has  slowed  down,  but  it 
will  pick  up  again,"  she  says. 

She  feels  the  success  of 
Sanatogen  Gold,  up  40  per  cent 
year  on  year,  and  Sanatogen 
Gold  Classic,  up  70  per  cent,  is 
because  they  add  value  for  the 
consumer.  "There  will  be  a  set  of 
consumers  for  whom  price  is  a 
key  driver,  but  there  are  others 
where  it  is  not  an  issue." 

The  Classic  variety  is  tailored 
to  the  50-plus  market.  They  are 
not  just  looking  for  a  compen- 
satory, they  are  looking  for  some 
extra  vitality,  she  says. 

Other  key  groups  are  pregnant 
mothers  and  children.  The  latter 
group,  especially,  is  an  area  of 
good  growth.  Sales  in  pregnancy 
receive  a  boost  from  the  Govern- 
ment and  other  health  cam- 
paigns and  parents  often  look  to 
vitamins  for-  help  in  treating 
coughs  and  colds. 

Roche  is  committed  to  helping 
pharmacists  and  will  be  at 
Chemex  '98  talking  about  its  edu- 
cation programme  for  pharmacy. 
"Roche  is  a  firm  believer  that 
there  is  a  high  preference  for 
VMS  in  pharmacy  with  mums, 
the  elderly  and  kids,"  she  says. 

The  growth  of  the  Sanatogen 
Gold  products  also  reflects  a 
general  shift  towar  ds  the  multivi- 
tamin, away  from  the  single 
ingredient  pr  oducts. 

The  bulk  of  the  VMS  market  is 
with  solid-dose  preparations,  but 
Roche  is  also  pleased  with  its 
effervescent  vitamin  C  tablets. 
These  are  particularly  useful  as 
flavours  can  be  added.  "As  long 
as  it's  good  to  taste,  people  are 
loyal  to  the  format." 

Sanatogen  Gold  Effervescent 
was  the  first  product  to  include 
so  many  vitamins  and  minerals  in 
an  effervescent  form,  claims 
Roche.  Its  orange  flavour  scored 
well  in  consumer  trials.  This  mir- 
rors results  for  the  Redoxon 
brand  which  fared  well  in  taste 
trials  -  39  per  cent  of  people  pre- 
ferred Redoxon  overall. 

Ms  Smith  believes  market  pen- 
etration is  not  yet  complete. 
"There's  a  very  rosy  future  for  us, 
as  long  as  we  and  the  market 
retailer  get  it  right,"  she  says. 

Part  of  Roche's  promotional 
activity  this  summer  is  the 
£250,000  campaign  for  Sanato- 
gen Gold  featuring  in  men's  inter- 
est magazines  in  August.  Tapping 
into  the  Loaded  laddish  culture, 
the  advert  highlights  the 
assumed  poor  nutrition  of  men 
by  contrasting  a  muscled  torso 
with  two  takeaway  food  cartons. 

Roche  says  men  account  for  35 
per  cent  of  the  VMS  mar  ket  and 
this  campaign  is  a  new  departure 
for  Sanatogen  as  it  targets  the 
younger  male  market. 

Whitehall  is  pleased  as  Cen- 
trum and  Centrum  Select  50+  are 
continuing  to  generate  "healthy 
growth"  for  the  VMS  market.  In 


Total  GB  value  sales:  vitamins  and  minerals 


Top  ten  manufacturers 


Year  to 
15  June  1997 
(£000s) 


Own  label  £91,697 

Seven  Seas  £83,368 

Roche  Consumer  Health  £43,621 

Ferrosan  Healthcare  £16,278 

Lichtwer  Pharma  £6,566 

Whitehall  Laboratories  £4,821 

English  Grains  £5,678 

Wassen  International  £5,818 

Robinson  &  Sons  £4,153 

Novartis  Consumer  Health  £3,146 

Source:  Information  Resources,  Inc 


Year  to 
15  June  1998 
(£000s) 

£98,051 
£81,113 
£42,026 
£13,308 
£8,873 
£7,394 
£5,838 
£4,986 
£4,339 
£3,739 


%  change 
vs  year  ago 


6.9 
-2.7 
-3.7 
-18.2 
35.1 
53.4 

2.8 
-14.3 

4.5 
18.8 


Total  GB  value  sales:  vitamins  and  minerals 


Top  ten  brands 
(excluding  own  label) 


Year  to 
15  June  1997 
(£000s) 


Year  to       %  change 
15  June  1998  vs  year  ago 
(£000s) 


Seven  Seas  £71,014 

Sanatogen  £26,477 

Redoxon  £10,966 

Healthcrafts  £10,480 

Centrum  £4,821 

Kwai  £4,630 

Haliborange  £5,103 

Hotels  £5,143 

Quest  £4,306 

Red  Kooga  £3,097 

Source:  Information  Resources,  Inc 


£68,250 
£25,860 
£10,240 
£8,280 
£7,394 
£5,444 
£5,367 
£5,294 
£3,557 
£3,234 


-3.9 
-2.3 
-6.6 
-21.0 
53.4 
17.6 
5.2 
2.9 
-17.4 
4.4 


Total  GB  value  sales:  vitamins  and  minerals 


Top  ten  sub-brands 
(excluding  own  label) 


Year  to 
15  June  1997 
(£000s) 


Seven  Seas  Cod  Liver  Oil  £49,621 

Sanatogen  Multi-vitamins  £12,738 

Redoxon  Vitamin  C  £9,223 
Sanatogen  Gold  Multivitamins  £5,481 

Centrum  Balanced  Formula  £4,821 

Multivitamins 

Kwai  Garlic  £4,234 

Seven  Seas  Evening  £5,034 

Primrose  Oil 

Seven  Seas  Multivitamins  £4,191 

Red  Kooga  Ginseng  £2,772 

Sanatogen  Vitamin  C  £2,966 

Source:  Information  Resources,  Inc 


Year  to 
15  June  1998 
(£000s) 

£48,188 
£10,456 
£7,526 
£6,900 
£6,291 

£4,733 
£4,519 

£3,690 
£2,974 
£2,882 


%  change 
vs  year  ago 


-2.9 
-17.9 
-18.4 
25.9 
30.5 

11.8 
-10.2 


-11.9 
7.3 
-2.8 


March  it  had  a  9  per  cent  MAT 
share**. 

The  Centrum  brand  was 
strengthened  last  year  when 
Centrum  Select  50+  was 
launched  "specifically  to  meet 
the  needs  of  the  50  plus  genera- 
tion" says  Whitehall's  nutrition- 
als  group  category  manager  Jo 
Stopp. 

Signing  one  of  Brit  ain's  leading 
golfers,  Lee  Westwood,  to  pro- 
mote the  brand  broke  new 
ground  says  Whitehall. 

High  strength 

A  Health  Plus  speciality  is  the 
high  strength  product,  and  ear- 
lier this  year,  it  entered  the 
herbal  supplement,  market  with 
12  products. 
But  could  high  strength  prod- 


ucts be  a  growth  area?  Health 
Plus  believes  helping  people 
achieve  optimum  nutrition  will 
lead  to  optimum  health.  "We 
have  long  held  the  view  that 
RDAs  represent  the  minimum 
amount  required  to  avoid  a  defi- 
ciency and  do  nothing  to  pro- 
mote health,"  argues  company 
spokesman  Martin  Betts. 
*  IRI  Information  Resources  Inc 
year  to  June  15,  1998.  Total  GB 
Value  Sales  includes  grocery 
and  drug  independents,  total 
Co-ops,  multiple  chemists 
(excluding  Boots)  independent 
chemists,  and  key  accounts  - 
major  supermarkets,  Superdrug 
and  Boots). 

**  IRI  Infoscan  on  the  multivit- 
amin ma  rket  -  four  weeks  end- 
ingMarch  22,  1998 
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Education,  education,  education'  was  Tony  Blair's 
pre-election  pledge.  This  need  not  refer  just  to 
Britain's  schools,  all  health  professionals  are  being 
encouraged  to  promote  a  healthier  nation 

Learning  to  live 
in  good  health 


Part  of  the  health  reforms 
the  Labour  Government 
has  embarked  upon  is  the 
idea  of  health  promotion. 
Earlier  this  year,  public 
health  minister  Tessa  Jowell 
launched  a  Green  Paper,  'Our 
Healthier  Nation'  in  which  the 
Government  set  out  new  targets 
for  the  nation's  health. 

One  of  the  aims  of  the  strat  egy 
is  for  people  to  "take  responsibil- 
ity for  their  own  health  and  make 
healthier  choices  about  their 
lifestyle". 

Its  main  targets  are:  "to 
improve  the  health  of  the  popula- 
tion as  a  whole  by  increasing  the 
length  of  people's  lives  and  the 
number  of  years  people  spend 
free  from  illness",  as  well  as 
improving  the  health  of  the  worst 
off  in  society  and  narrowing  the 
health  gap. 

Ther  e  are  four  priority  areas  in 
the  proposals:  heart  disease  and 
stroke,  accidents,  cancer,  and 


The  British  Meat  nutrition 
education  service  has  a  folder  on 
nutrition  relating  to  pregnancy 


The  Sugar  Bureau  provides  a 
newsletter  on  nutrition  for  health 
professionals 


mental  health,  but  there  is  scope 
for  better  health  in  all  areas. 

Educating  people  about 
healthier  lifestyles  will  not  be 
solely  the  task  of  the  Govern- 
ment, but  of  health  professionals, 
teachers,  social  service  workers 
and  employers,  who  are  all 
expected  to  participate. 

The  Green  Paper  gives  many 
pointers  to  the  messages  it  would 
like  to  see  people  take  on  board, 
and  says  one  area  for  action  is  to 
"encourage  health  professionals 
to  give  appropriate  advice". 

As  well  as  referring  directly  to 
the  Paper  for  pointers,  pharma- 
cists, as  primary  care  health  pro- 
fessionals, can  also  benefit  from 
the  wealth  of  health  advice  that  is 
being  distributed  from  a  variety 
of  sometimes  unlikely  sources, 
especially  when  it  comes  to 
nutrition  and  health. 

Sweetmeats 

British  Meat  may  not  appear  very 
often  in  the  pages  of  Cheiu  is/  X- 
Druggist,  but  its  nutrition  educa- 
tion service  is  one  of  the  many 
food-related  groups  which  offer 
health  professionals  nutritional 
information. 

Food  track,  British  Meat's  quar- 
terly newsletter  for  health  pro- 
fessionals, focuses  on  a  particu- 
lar aspect  of  health  and  nutrition 
in  each  issue. 

Among  subjects  covered  so  far 
have  been  iron,  physical  activity 
and  adolescent  issues.  The 
newsletter  also  contains  infor- 
mation about  the  latest  research, 
current  issues  and  advice  that 
can  be  passed  on  to  customers. 

Earlier  this  year,  a  nutritional 
information  guide,  relating  to 
birth,  lactation  and  weaning,  was 
issired  for  health  car  e  profession- 
als. The  pack,  Food  in  focus,  can 
be  used  as  a  tool  for  presenta- 
tions on  nutrition. 

Copies  of  the  newsletter  or 
nutrition  guide  can  be  obtained 
from  the  British  Meat  Nutrition 
Education  Service,  Suite  2, 
Cobb  House,  Oyster  Lane, 
Byfleet,  Surrey  KT14  7DU.  Tel: 
01932  350006. 


Another  food  organisation,  the 
Sugar'  Bureau,  representing  UK 
manufacturers  of  sugar,  "aims  to 
impn  >ve  knowledge  of  the  contri- 
bution of  carbohydrates,  includ- 
ing sugars,  to  a  healthy  balanced 
diet". 

It  produc  es  a  comprehensive 
range  of  newsletters  and  cus- 
tomer leaflets  as  well  as  two  lice 
newsletters  -  one  for  health  pro- 
fessionals, Practice  Nutrition 
and  another  specifically  for  nutri- 
tionists, CHO  Carbohydrates. 

Health  professionals  inter- 
ested in  the  Sugar  Bureau's  edu- 
cation services  should  contact 
Beverley  Vardigans  for  further 
information.  She  can  be  con- 
tacted at  the  Sugar  Bureau,  Dun- 
can House,  Dolphin  Squar  e,  Lon- 
don SW1V  3PW.  Tel:  0171  828 
9465,  fax  0171  821  5393. 

To  add  your  name  to  the  Prac- 
tice Nutrition  mailing  list,  con- 
tact Advisa  Medica  at  Gordon 
House,  Station  Road,  Mill  Hill, 
London  NW7  2HZ.  Tel:  0181  906 
2767,  fax  0181  906  0261. 

Closer  to  home 

Quest  Vitamins  lias  just  issired  its 
13th  Research  Bulletin  which 
looks  at  nutritional  science 
developments.  It  provides  sum- 
maries of  papers  from  various 
medical  journals  as  well  as  origi- 
nal articles  on  vitamins. 

Health  professionals  can  be 
placed  on  the  mailing  list  by  con- 


tacting the  Nutritional  Depart- 
ment, Quest  Vitamins  Ltd,  Birm- 
ingham B7  4AP.  Tel:  0121  359 
0056,  fax  0121  351)0313. 

Earlier  this  month,  Johnson  & 
Johnson's  Lifescan  set  up  a  dia- 
betes education  initiative.  It  ainrs 
to  provide  pharmacists  with 
information  on  how  to  maximise 
their  role  in  diabetes  care. 

The  network  will  provide  a 
range  of  information  on  how  to 
help  customers  achieve  better 
control  of  their  condition  and  to 
stay  healthy. 

Appearing  regularly  irr  C&D  at 
the  moment  (and  most  recently 
with  issue  no  8  on  June  2(1)  is  the 
Vitaforum  newsletter  from 
Ilenkel,  looking  at  some  of  the 
latest  research  findings  concern- 
ing vitamins. 

Pharmacists  wanting  copies 
should  contact  Vitaforum  on 
Freepost  SEA0968,  PO  Box  53, 
Hampton,  Middx  TW12  2BR 

And  only  this  week  comes 
news  of  Lanes  launching  an 
advice  service  for  pharmacists 
and  their  customers.  The  move 
follows  a  two-year  trial  of  the 
Lanes  Information  Service  direct 
with  consumers. 

"We're  very  conscious  of  the 
increasing  role  of  the  pharmacist 
in  primary  health  care  so  we 
wanted  to  offer'  [pharmacists] 
some  support  in  advising  cus- 
tomers," said  Vere  Awdrey,  Lanes 
marketing  director. 
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New  view 
of  ginseng 

For  many  year  s,  ginseng  was 
seen  as  the  herbal  remedy 
that  could  be  the  cure  for 
everything.  Indeed,  the 
Latin  name  Panax  alludes 
to  its  alleged  panacea-like  quali- 
ties. But  like  most  things  'alterna- 
tive', ginseng's  word  of  mouth 
reputation  has  heavily  out- 
weighed the  scientific  facts  in 
terms  of  its  efficacy. 

In  defining  the  health  promot- 
ing activity  of  ginseng,  it  is  hard 
to  describe  an  immediate  effect. 
But  after  continued  use,  ginseng 
is  claimed  to  help  the  body  build 
up  resistance  to  stress  and  fight 
infection.  As  such,  it  has  been 
called  an  adaptogen  -  it  won't 
necessarily  do  anything  notice- 
able for  a  healthy  body,  but  can 
help  the  body  adapt  to  imposed 
biological  stresses. 

From  a  pharmaceutical  view- 
point, the  wide  range  of  active 
ingredients  means  that  there  will 
be  a  degree  of  activity  enhance- 
ment, competitive  inhibition  and 
total  inhibition  of  individual  com- 
pounds. The  authors  of  'Herbal 
Medicine',  Carol  Newall,  Linda 
Anderson  and  David  Phillipson, 
suggest  that  these  opposing 
actions  can  explain  the  adapto- 
genic  reputation. 

However,  they  conclude  that 
"when  used  appropriately,  gin- 
seng appears  to  be  relatively  non- 
toxic" with  most  of  the  docu- 
mented side  effects  being  associ- 
ated with  inappropriate  usage.  A 
couple  of  reports  of  a  suspected 
drug  interaction  with  phenelzine 
are  also  noted. 

Earlier'  this  year,  one  licensed 
medicine  containing  ginseng  was 
re-evaluated  and  is  now  being 
promoted  with  emphasis  on  the 
health  benefits  that  ginseng 
brings  to  the  product. 

As  well  as  containing  vitamins 
and  minerals,  Boehringer  Ingel- 
heim  Self  Medication's  Pharma- 
ton  Capsules  include  ginseng 
extract,  G115,  which  has  its  gin- 
senoside  content  standardised. 

BISM  is  targeting  Phanuaton  at 
people  who  suffer  daily  fatigue, 
reportedly  two-thirds  of  adults  in 
the  UK.  Figures  suggest  up  to  30 
million  working  days  are  lost  each 
year  to  stress-related  illnesses. 

The  Red  Kooga  Ginseng  brand 
has  also  seen  a  healthy  increase 
in  sales.  In  the  year  to  June  15,  the 
brand  took  tenth  place  with  a 
value  of  £3.23  million,  up  4.4  per 
cent  on  the  year  according  to  IRI. 
Its  Red  Kooga  Ginseng  product 
far  ed  slightly  better,  placed  ninth 
in  the  top  ten  sub-brands,  exclud- 
ing own  label,  with  an  increase  of 
7.3  per  cent  to  52.97m. 


Effico  new  look 


Effico  Tonic  was  reformulated 
earlier  this  year  to  give  it  a  new 
flavour  and  colour.  The  new  look 
Effico  is  now  an  orange  colour 
with  a  mixed-fruit  flavour.  The 
active  ingredients  and  price 
remain  unchanged. 
Pharmax  Healthcare  Ltd.  Tel: 
01322  550550. 

Co-Q10  for  gums? 

Co-enzyme  Q10  can  play  a 
significant  role  in  keeping  gums 
healthy,  says  Lanes, 
manufacturer  of  Co-Q10  and  Co- 
Q-10  Gold  capsules.  Research  in 
the  USA  found  patients  with  gum 
disease  tended  to  have  low 
levels  of  the  naturally  occurring 
co-enzyme  in  their  body.  Work  in 


Japan  suggested  that  co- 
administration of  co-enzyme  Q10 
with  other  dental  treatment  can 
help  treat  gum  disease. 
GR  Lane  Health  Products.  Tel: 
01452  524012. 

Glucosamine  trials 

Health  Perception  is  sponsoring 
UK  trials  of  the  supplement 
glucosamine  in  helping  sufferers 
of  osteoarthritis.  A  consultant 
rheumatologist  contacted  the 
company  after  several  of  his 
patients  had  claimed  they  were 
getting  some  benefit  from  taking 
the  supplement. 

Forty  patients  in  the  trial  are 
taking  1,500mg  of  glucosamine 
sulphate  daily  for  six  months  and 
are  being  compared  with  a 
similar  sized  group  taking  a 
placebo.  The  trial  results  are 
expected  early  next  year. 
Health  Perception.  Tel:  01344 
8901115. 


Hydrocycitric  acid  (HCA), 
extracted  from  the  dried  fruit  rind 
of  the  South  Asian  Garcinia 
cambogia,  may  have  a  role  in 
weight  control  and  related 
metabolic  conditions,  believes 
Pharma  Word. 

It  says  that  the  levo  isomer  of 
HCA,  which  is  particularly 
abundant  in  Garcinia,  can  help 


reduce  fat  production  from 
carbohydrate  (lipogensis)  in  the 
body.  Pharma  Nord  has 
incorporated  the  rind  extract 
with  chromium,  co-enzyme  Q10 
and  carnitine  into  its  new  dietary 
supplement,  Bio-Slim,  launched 
this  summer. 

Pharma  Nord  (UK)  Ltd.  Tel:  0800 
591756. 


Abidec's  lead 


Children's  multivitamin  drops 
Abidec  is  claiming  the  number 
one  brand  spot  in  its  £2  million 
sector  with  an  80  per  cent  share 
(Nielsen  April/May  1998). 
Warner  Lambert  Consumer 
Healthcare.  Tel:  01703  641400. 


Soft  &  chewy 


Bassett's  Jelly  Babies  Soft  & 
Chewy  Vitamins  from  Jacksons 
is  staking  a  claim  for  most 
popular  children's  vitamin 
supplement.  Nielsen  data  for 
January  and  February  indicates 
the  vitamins  have  the  fastest 
pack  rate  of  sale  of  all  children's 
vitamins  in  pharmacies,  says 
supplier  Jacksons.  The  range  is 
being  extended  with  New 
Bassett's  Soft  &  Chewy 
Multivitamins,  with  added  fibre. 
Ernest  Jackson.  Tel:  01363  772251. 


Eye,  eye 


A  review  of  over  30  studies 
published  in  the  international 
scientific  press  and  the  US 
Council  for  Responsible  Nutrition 
are  both  recommending  the  use 
of  antioxidant  supplements  to 
help  the  eyes  resist  the 
development  of  cataract  and 
age-related  macular 
degeneration.  Copies  of  the 
journal  review  are  being  made 
available  to  health  professionals 
by  Self-Care  Products, 
manufacturers  of  Aphrogen 
Shield  antioxidant  capsules. 
Self-Care  Products  Ltd.  Tel:  01494 
722741. 

GiiLkyo  support 

Lichtwer  Pharma  is  supporting 
its  Ginkyo  Concentrated  One-A- 
Day  120mg  ginkyo  biloba 
capsules  this  year  with  a  £1m 


advertising  and  PR  spend, 
featuring  recommendation  by 
Dominic  O'Brien,  the  five  times 
World  Memory  Champion. 
Chemist  Brokers.  Tel:  01705 
222500 


Conjugated  linoleic  acid  (CLA)  is 
a  nutrient  found  in  certain  high 
fat  foods  of  animal  origin  which 
may  have  a  beneficial  effect  on 
blood  cholesterol  levels  and 
blood  pressure,  says  Swiss 
Health. 

Low  fat  diets  and  changes  in 
farming  mean  CLA  intake  has 
dropped  by  up  to  80  per  cent  over 
the  past  20  years,  meaning  the 
lipid  lowering  and  antioxidant 
activity  is  reduced.  Swiss  Health 
has  launched  Powerlean 
capsules,  containing 
concentrated  CLA  made  from 
safflower  oils. 

Powerlean  is  being  supported 
with  a  national  advertising 
campaign  in  newspapers,  men's 
and  women's  interest  and  health 
magazines. 

Chemist  Brokers.  Tel:  01705 
222500. 


A  rising  star? 


Starflower  oil,  high  in  gamma 
linolenic  acid,  could  be  a  health 
and  beauty  lifesaver'  believes 


Roche  Consumer  Health, 
manufacturer  of  Floresse.  This 
contains  the  oil  with  additional 
nutrients. 

Three  month  trials  found  three- 
fifths  of  women  users  reporting  it 
had  helped  to  improve  their  skin, 
a  fifth  reported  an  improvement 
in  their  general  wellbeing,  and 
double  that  reported  improved 
nails. 

Floresse  had  an  8.5  per  cent 
share  of  the  £30.5  million  GLA 
market  in  May,  says  Roche  (MAT 
source,  IRI). 

Roche  Consumer  Health.  Tel: 
01707  366000 


CHIC  stress 


The  Consumer  Health 
Information  Centre's  anti-stress 
campaign,  launched  last  month, 
is  being  backed  by  Roche 
Consumer  Health,  manufacturer 
of  Berocca.  With  the  reputation 
of  B  vitamins  for  helping  stress, 
Roche  hopes  the  campaign  will 
increase  understanding  of  the 
problem. 
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Concepts  in  consultation 


If  you'd  like  ideas  for  designing  a 
successful  consultation  area  for 
your  pharmacy,  the  concept  shop 
at  Chemex  '98  will  be  worth  a 
visit. 

Designed  for  Unichem  by  spe- 
cialist pharmacy  shoplifters 
Crescent  Ltd,  the  concept  shop 
focuses  on  creating  greater  inter- 
action between  the  pharmacist 
and  customers. 

"Our  aim  is  to  enable  pharma- 
cists to  make  themselves,  their 
products  and  services  more 
'upfront'  and  accessible  to  the 
customer,"  explains  Peter  Skin- 
ner, marketing  controller'  of 
Unichem. 

The  concept  shop  will  feature 
two  design  concepts  of  high 
street  and  health  centre  pharma- 
cies incorporating  two  different 
sizes  of  consultation  areas  tai- 
lored to  appropriate  needs. 

For  short  but  immediate  and 
private  advice  in  a  health  centre 
pharmacy,       Crescent  and 


Both  potential  and  existing 
stockists  of  Family  Doctor  Books 
will  be  able  to  save  20  per  cent  on 
orders  of  titles  in  this  series  at 
Chemex  '98. 

Five  packs  of  books  will  be 
offered  for  the  price  of  four. 
Pharmacists  can  choose  titles 


Unichem  have  designed  an 
enclosure  at  the  end  of  the 
counter  which  customers  would 
see  on  entering  the  pharmacy. 
This  aims  to  encourage  the  cus- 
tomer to  approach  the  pharma- 
cist and  air  any  problems  or  con- 
cerns in  private. 

For  mor  e  sizeable  pharmacies 
in  the  high  street,  a  larger  phar- 
macist's consultation  area  has 
been  designed  for  Chemex  '98. 
This  will  be  partitioned  off  by  a 
clear  Perspex  screen  (approxi- 
mately 4ft  high).  A  glass  top  and 
a  blind  could  tie  applied  for  extra 
privacy. 

The  room  can  be  used  to 
accommodate  visiting  specialists 
or  district  nurses  and  enable  con- 
sultation for  complex  treatments 
such  as  alternative  healing,  diag- 
nostic testing  or'  counselling. 

Peter  Faux  of  Crescent  Ltd 
comments:  "We  have  been  devel- 
oping the  consultation  area  con- 
cepts over  the  past  few  years  and 


from  the  full  range  including  the 
two  new  titles  'Understanding 
Heart  Surgery'  and  'Understand- 
ing Coronary  Heart  Disease'. 

A  range  of  display  fixtures  will 
also  be  on  show. 
Family  Doctor  Publications. 
Tel:  01295  276627. 
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pharmacists  have  met  our  ideas 
with  great  enthusiasm. 

"We  are  creating  a  platform  for 
the  pharmacist  to  come  into  the 
open  to  promote  the  wide  range 
of  primary  health  care  services  he 
or  she  can  offer  to  the  customer." 

Body  care  for  men 
is  shaping  up 

SR  Cosmetics  will  be  launching 
French  Heros  body  care  products 
for  men  at  Chemex  '98. 

From  Uomo  Parfums  of 
Cannes,  the  body  care  products 
join  the  EDT  which  came  on  to 
the  UK  market  ear  lier  this  year. 

The  three  new  products  are 
aftershave  balm,  shower  gel  and  a 
body  lotion. 

They  are  presented  in  shapely 
bottles  which  reflect  the  design 
of  the  EDT's  flask,  derived  from 
a  2,000-year-old  Greco-Roman 
torso. 

SR  Cosmetics  (UK)  Ltd. 
Tel:  0181  201  1777. 

In  the  picture 

Agfa  will  be  focusing  on  the  lat- 
est D&P  minilab  equipment  and 
digital  imaging  systems  at 
Chemex  '98. 

On  display  will  be  the  Agfa 
MSC  101  minilab  which  has  a  1.3 
square  metre  footprint.  This 
machine  combines  film  process- 
ing, paper  processing  and  print- 
ing. It  has  a  production  capacity 
of  25  films  per  hour. 
Agfa-Gevaert  Ltd. 
Tel:  0181  560  2131. 


Advertisement 

Value? 
It's  In 
The 
Name 


With  today's  fast  and  furious  lifestyle, 
maintaining  a  healthy  diet  may  be 
just  a  bit  too  much  for  some  people 
without  some  extra  help. 

"Vitamins  and  supplements  are 
now  a  recognised  and  accepted  pail 
of  today's  busy  lifestyle"  reports 
Phillip  Byrne,  Managing  Director  of 
BR  Pharmaceuticals.  "However,  with 
nutritional  experts  recommending 
that  we  add  a  full  spectrum  of 
supplements  to  complement  a 
healthy  diet,  it  can  be  expensive.  At 
BR  Pharmaceuticals  we  offer  the 
Valupak  range  of  Vitamins  and 
Supplements  to  support  the 
consumer's  nutritional  needs.  We 
keep  prices  as  low  as  possible  and 
our  recommended  retail  price  of 
just  99p  for  one  month's  supply 
represents  exceptional  value." 

With  a  range  of  13  products  to 
choose  from,  the  Valupak  range  can 
meet  the  needs  of  all  your 
customers'  requirements. 

for  more  information  about 
Valupak  Vitamins  and  Supplements 
or  to  place  an  order,  contact  your 
Trinity  representative  on: 

01923  788  080  or 
BR  Pharmaceuticals  Ltd, 
21  Chapeltown,  Pudsey, 
Leeds  LS28  7RZ. 
Tel:  0113  256  5836. 


Protec's  net  bedding  covers  say  goodnight  to  bed  mite  blues 


A  selection  of  polyester  net  bed- 
ding covers  that  claim  to  kill  100 
per  cent  of  house  dust  mites  in 
bedding  within  eight  weeks  will 
dominate  Protec  Health  Interna- 
tional's stand. 

The  Astex  range  of  covers  is 
designed  to  keep  bedding  clear 


of  mites  for  two  years  and  is 
being  marketed  as  an  alternative 
to  sprays  and  powders  that 
r  equire  repeat  applications. 

The  covers  are  treated  with  a 
small  amount  of  permethrin  and 
fitted  on  to  mattresses  and 
around  pillows  and  duvets  under 


normal  bedding.  The  dead  mites 
and  faeces,  blamed  for  triggering 
asthma  attacks,  should  be  then 
vacuumed  off  every  two  months. 

Protec  will  also  be  displaying 
its  range  of  insect  repellents. 
Protec  Health  International  Ltd. 
Tel:  01 285  850900. 


Ginseng  offer  at  Chemex 


Visitors  to  the  Healthaid  stand  at  Sibergin 
Chemex  '98  will  be  able  to  take      Vital  3. 
advantage  of  a  special  offer  on  During 


GR2500   and  Ginkgo 


he 


exhibition,  visitors 
will  be  able  to  get 
three  products 
free  for  every  six 
of  both  products 
ordered. 

A  strong  gin- 
seng capsule, 
Sibergin  GR2500 
contains  a  paste 
extract  from  a 
standardised  root 
formulation. 

Ginkgo  Vital  '■'> 
combines  the  ben- 
efits of  two  types 
of  ginseng  with 
ginkgo  to  assist 
mental  clarity. 
Pharmadass  Ltd. 
Tel:  0181  991  0035. 


Read  all  about  it  -  at  reduced  rates 
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ommunicating  with  confidence 

(director  of  the  Northern  Ireland  Centre  for  Continuing  Pharmaceutical  Education  and 

 -t  mm  Belfast  discossces  itlde  Ibe^eiliifis  tt&riatt  commypycafroep  tcechsiiigyes  sech 

"  pro  pram  ini  \w}  vwM4  terniimgi  to  p&ilmi  vdmumsMps 


In  the  1980s  communication 
skills  were  introduced  into 
pharmacy  with  a  recognition 
that  their  use  could  signifi- 
cantly benefit  practice  and 
patients.  It  took  considerable 
convincing  of  the  die-hard  scien- 
tists in  the  profession  that  there 
would  be  value  in  teaching  ques- 
tioning, listening  and  explaining 
skills  both  at  undergraduate  and 
postgraduate  level,  as  well  as 
teaching  an  understanding  of  the 
influence  of  non-verbal  commu- 
nication. The  communicators 
won  and  schools  of  pharmacy 
were  required  to  include  these 
skills  within  the  pharmacy 
degree. 

Some  people 
are  naturally 
good  communi- 
cators and  the 
science  of 
communication 
skills  allows  the 
less  skilled  to 
learn  the  tricks 
and  emulate  the 
experts.  Basic 
communication 
skills  have  bene- 
fited the  phar- 
macy profession 
and  are  funda- 
mental to  ensure 
that  we  communicate  effectively 
with  those  we  seek  to  serve. 

Neurohnguistic  programming 
(NLP)  is  the  new  frontier  of  com- 
munication science  but  is  more 
than  simply  communication 
skills.  It  enshrines  personal 
development  and  excellence.  It 
is  the  process  of  modelling  the 
skills  of  those  who  have 
achieved  greatness  in  life  so  that 
the  rest  of  us  can  benefit  from 
skills  in  counselling,  business, 
personal  development  and  accel- 
erated learning. 

NLP  has  its  origins  in  the  1970s 
in  the  USA  where  two  linguistic 
experts  were  modelling  out- 
standing therapists.  The  thera- 
pists they  modelled  were  consis- 
tently able  to  resolve  complex 
personal  and  interpersonal  prob- 
lems where  other  equally  quali- 
fied therapists  failed. 

The  question  the  linguists 
asked  was  "Why?"  Why  was  it 
that  some  therapists  were  capa- 
ble of  communicating  more 
effectively  with  patients,  bring- 
ing about  desired  behavioural 
changes,  while  others,  equally 
trained,  were  not?  What  they 


found  was  a  completely  new 
approach  to  interpersonal  com- 
munication -  NLP. 

NLP  developed  from  this 
beginning  in  two  connected 
ways.  It  is  a  process  to  discover 
patterns  of  excellence  in  any 
field  of  activity  and  it  allows  us 
to  see  the  patterns  in  thinking 
and  communicating  used  by  out- 
standing people,  patterns  that 
can  be  learned  and  mimicked. 

NLP  acknowledges  the  funda- 
mental idea  that  all  behaviour 
stems  from  our  neurological 
processes  of  seeing,  hearing, 
smelling,  taste,  touch  and  feel- 
ing. In  short,  we  experience  our 
world  through  our  five  senses 
and  this  is  the  only  information 
we  have  about  the  outside 
world. 

We  process  external  informa- 
tion and  this  elicits  a  response  - 
our  behaviour.  In  a  human  being, 
body  and  mind  form  an  insepara- 
ble unity.  Most  of  our  behaviour 
is  subconscious  and  has  been 
learned,  mostly  in  childhood. 


Considering  the  name  NLP  in 
detail  we  find  that: 

'Neuro'  covers  our  thought 
process  based  on  the  informa- 
tion we  have  received  and  the 
response  that  we  make  to  this 
information.  Basically,  it  is  the 
Pavlov's  dog  response.  At  a  more 
complex  level,  it  explains  why 
some  people  are  motivated  to  kill 
in  response  to  certain  stimuli. 

'Linguistic'  indicates  that  we 
use  language  to  order  our 
thoughts  and  behaviour  and  to 
communicate  with  others.  The 
words  used  can  often  have  a  pro- 
found effect  on  how  we  receive 
the  message.  Words  themselves 
will  trigger  the  opening  of  'mem- 
ory files'  in  our  conscious  and 
subconscious  mind  and  once 
opened  these  files  will  lead  us  to 
some  course  of  action. 

'Programming'  refers  to  the 
way  that  we  choose  to  organise 
our  ideas  and  take  action  to  pro- 
duce a  desired  outcome.  The 
world  around  us  is  too  complex 
for  the  human  mind,  therefore 


our  minds  simplify  it  using  'fil- 
ters'. These  filters  are  extremely 
useful  as  they  allow  us  to 
develop  beliefs  that  will  dictate 
our  actions,  both  intentionally 
and  unintentionally,  to  produce 
our  behaviour. 

Everyone  lives  in  their  own 
reality  built  from  their  impres- 
sions, perceptions  and  experi- 
ences in  life.  It  is  well  known  that 
two  people  living  in  a  similar 
environment  can  have  very  dif- 
ferent views  on  life.  One  may  be 
very  happy,  the  other  depressed 
-  the  difference  is  the  way  they 
respond  to  the  environment, 

NLP  is  receiving  considerable 
attention  from  large  businesses 
and  political  parties.  They  recog- 
nise that  the  skills  and  the  tech- 
niques developed  within  NLP 
can  be  used  to  influence  people. 
People  that  we  influence  ar  e  use- 
ful to  us.  If  you  are  a  business 
they  buy  more  from  you,  if  you 
are  a  politician  they  might  vote 
for  you. 

NLP  has  developed  a  series  of 
skills  that  allow  us  to  improve 
our  personal  performance. 

Rapport 

To  be  in  rapport  with  someone  is 
to  be  in  harmony  with  them.  To 
get  into  rapport  you  must  mimic 
their  view  of  the  world.  This 
involves  empathising  with  their 
world  view  and  mirroring  their 
sensory  perception.  When  rap- 
port is  created  you  are  then  in  a 
position  to  exert  influence  on 
them  -  ethically  this  influence 
should  be  for  good.  It  has  been 
found  that  each  of  us  will  have  a 
dominant  view,  or  representa- 
tional system,  based  on  one  of 
the  three  senses;  sight,  hearing 
and  feeling.  We  allow  those  who 
talk  with  us  an  insight  into  our 
dominant  representational  sys- 
tem by  the  language  we  use. 

People  who  are  visually  based 
will  say:  "I  see  what  you  mean". 
People  who  are  auditory  based 
will  say:  "I  hear  what  you  are  say- 
ing" and  people  who  are  feeling 
based  (kinaesthetic)  will  say:  "I 
feel  I  understand  you". 

Once  you  are  aware  of  a  per- 
son's dominant  representational 
system  the  trick  is  to  copy,  or 
mirror  it,  By  doing  this  you  cre- 
ate rapport  and  once  in  rapport 
you  can  influence  the  person  to 
accept  your  point  of  view. 

Everyone  now  knows,  or  has 
heard  of,  the  benefits  of  positive 
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thought.  Those  who  do  well  in  life 
are  those  who  decide  what  they 
want  -  thinking  in  the  positive  - 
rather  than  what  they  don't  want 
-  thinking  in  the  negative. 

It  is  this  simple  but  many  of  us 
do  not  have  the  courage  to  do  it. 
We  sit  in  jobs  that  are  unfulfilling, 
unwilling  to  attempt  to  change 
because  we  constantly  imagine 
the  negative  things  that  will  hap- 
pen if  we  do.  NLP  has  developed 
a  number  of  skills  that  allow  us  to 
'reframe'  situations,  for  ourselves 
or  for  those  we  are  communicat- 
ing with,  so  that  they  may  be 
viewed  more  positively. 

The  Switch  Pattern 

The  Switch  Pattern  is  a  powerful 
technique  that  changes  the  way 
we  perceive  things.  It  works  on  a 
specific  behaviour  you  would 
rather  be  without,  or  a  response 
that  you  would  rather  not  make, 
and  is  an  excellent  technique  for 
getting  rid  of  unwanted  habits. 
Rather  than  replacing  the  behav- 
iour, it  produces  a  change. 

Pharmacy  and  NLP 

So  what  could  NLP  bring  to  the 
practice  of  pharmacy?  Most  of 
our  work  involves  communicat- 
ing with  customers,  other  health 
care  professionals  and  patients. 
In  the  past  few  years  we  have 
seen  the  introduction  of  proto- 
cols for  the  sale  of  OTC  medi- 
cines. Fundamental  to  this  has 
been  questioning  skills.  A  number 
of  reports  have  suggested  that,  in 
pharmacists'  opinion,  customers 
resent  being  asked  these  ques- 
tions. If  rapport  is  created,  using 
NLP  techniques,  pharmacists 
would  find  that  questioning 
would  not  only  ensure  the  safe 
use  of  medicines,  but  it  would 
ensure  that  the  patient  left  the 
pharmacy  with  a  more  positive 
appreciation  of  the  pharmacist. 

The  area  of  patient  compliance, 
adherence  and  concordance  is 
ripe  for  the  application  of  NLP 
techniques  that  could  realise  the 
potential  that  pharmacy  has  to 
improve  medication  compliance 
and  management 

In  smoking  cessation  training, 
we  have  been  using  some  NLP 
techniques  that  challenge  phar- 
macists' beliefs  and  invite  them 
to  change.  By  doing  this  they 
come  to  realise  the  commercial 
and  professional  benefits  of  pro- 
viding a  smoking  cessation  ser- 
vice in  their  pharmacies  and  are 
more  likely  to  introduce  it  suc- 
cessfully on  an  ongoing  basis. 

Accelerated  learning  tech- 
niques have  been  developed  from 
NLP,  which  could  allow  pharma- 
cists to  develop  new  knowledge 
bases  and  practice  skills  more 
quickly,  to  enhance  and  expand 
the  role  that  they  undertake. 

NLP  is  a  huge  subject  and 
books  are  available  which  look  at 
its  different  applications.  It  has 
much  to  offer  pharmacy. 


Visual  perception! 


Raj  Zavery  of  the 
Aberdale  Pharmacy  in 
Leicester  recently 
decided  to  explore  a 
new  business 
opportunity  with 
prescription  spectacles 

In  any  business  one  needs  to  be 
constantly  on  the  lookout  for 
new  opportunities  to  increase 
one's  presence  on  that  shelf  we 
call  competitive  retailing. 

This  can  be  done  in  two  ways: 
9  intrinsically  by  offering  a  bet- 
ter service  level,  eg  reducing 
owings  on  scripts  by  implement- 
ing that  automated  stock  control 
system  you  have  in  your  pc 
#  extrinsically  by  introducing  a 
new  service  or  product . 

In  a  business  like  retail  phar- 
macy that  is  regularly  threatened 
by  major  events  such  as  the  pos- 
sible loss  of  RPM,  and  by  'lesser' 
ones  like  the  imminent  imposi- 
tion of  restrictions  on  sales  of 
analgesics,  an  ideal  initiative 
should  obviously  generate  more 
business  and  have  a  degree  of 
exclusivity.  If  it  can  also  enhance 
one's  professional  image,  this  is 
a  welcome  bonus. 

Last  summer  we  ordered  a 
range  of  ready-made  reading 
glasses  from  Superspecs  from 
Direct  Perception  of  London.  We 
then  decided  to  try  their  pre- 
scription spectacle  service. 

This  service,  targeted  at  phar- 
macy, costs  S265  to  sign  up  for. 
This  includes  everything  needed 
to  get  started:  a  range  of  frames 
to  cater  for  different  facial  types 
and  fashion  requirements,  sam- 
ple tints,  display  stand  and 
materials. 

The  company  even  supplies  a 
special  measur  ing  device  which 
enables  its  laboratories  to  adjust 
the  frame  to  fit  the  customer. 
This  was  supplied  with  an  120 
days  'money  back'  guarantee. 
With  only  the  possibility  of  losing 
S25  for  administration  costs,  the 
risk  seemed  negligible. 

Before  the  glasses  opportunity 
came  along  I  had  considered 
other  areas  such  as  diagnostic 
testing  and  healthy  living.  The 
cost,  time  involved  and  return 
didn't  equate. 

My  experience  with  prescrip- 
tion glasses  has  shown  it  to  be 
less  specific  to  customer  gr  oups. 
This  sendee  seems  to  appeal 
right  across  the  social  spectrum. 

A  large  part  of  its  appeal  is 
price.  The  exorbitant  charges 
made  by  opticians  make  the 
prices  that  we  charge  almost 


incredible.  Speaking  to  cus- 
tomers, I've  learnt  that  I  he  aver- 
age spend  on  single  vision  spec- 
tacles is  SI 50. 

Compare  this  to  the  average 
price  of  £37  that  we  charge,  and 
the  'buy  one  pair-,  get  the  second 
pair  free'  offer-  from  some  opti- 
cians seems  strangely  hollow, 
especially  when  you  realise  I  ha  I 
offers  like  these  often  apply  to 
the  frames  only. 

Price  as  the  sole  basis  for  a 
successful,  long-term  service  is 
not  enough.  Quality  is  equally 
important  and  your  spectacle 
lenses  must  comply  with  BS 
2738,  be  DoH  approved,  and 
meet  all  European  regulations. 

I  am  in  a  for  tunate  position  in 
that  my  proprietor,  a  pharmacist, 
and  director  of  the  wholesale 
business  PIF  Medical  Supplies, 
lent  his  support  to  this  initiative. 
We  took  the  plunge  without  the 
endorsement  or-  assurance  asso- 
ciated with  dealing  through  a 
wholesaler/buying  group,  and  it 
has  proved  worthwhile. 

At  Aberdale  Pharmacy  we 
recently  installed  an  EPoS  sys- 
tem. It  allows  me  to  monitor  opti- 
cal sales,  and  more  importantly, 
compare  them  with  other  areas. 
The  two  one-metre  shelves  allo- 
cated to  the  spectacle  display 


units  are  more  profitable  than 
many  of  oui  standard  lines  such 
as  baby  foods  and  health  foods. 

It  goes  without  saying  that 
offering  any  rrew  service  involves 
education.  Direct  Perception 
provides  a  concise  training  man- 
ual, video  and  telephone  support. 

The  additional  skills  required 
include  an  ability  to  put  patients 
at  case,  a  steady  hand,  and  a  keen 
eye  for  measurement.  The  whole 
process  takes  about  15  minutes. 
The  order  form  takes  five  min- 
utes to  complete,  is  sent  postage- 
paid  and  the  completed  specta- 
cles are  returned  within  ten  days. 

Customer-  reaction  to  our  in- 
house  optical  service  is  consis- 
tent. Initially  there  is  surprise 
that  we  sell  prescription  glasses, 
followed  by  astonishment  when 
we  quote  the  price. 

Interest  seems  to  be  growing 
as  regular  customers  spread  the 
word.  I  feel  that  while  many  peo- 
ple want  an  inexpensive  second 
pair  of  glasses,  growth  in  the 
future  will  come  as  peoples' 
speetai  les  need  renew  ing  and 
they  use  this  service. 

It's  not  often  in  a  busy  commu- 
nity pharmacy  that  there  is  cause 
to  get  excited,  but  I  feel  I  have 
found  something  that  gives  me  a 
personal  and  professional  buzz. 


CHEMIST  &  DRUGGIST  22  AUGUST  1998 


23 


COMPANY  PROFILE 


SetonScholl,  the  merged  group  comprising  Seton  Healthcare  and  Scholl,  has 
emerged  with  a  minimum  of  fuss.  Its  impact  on  international  markets  is  expected 
to  grab  far  more  attention,  as  Guy  I  Amiable  reports 


SetonScholl  can  afford  to 
feel  a  little  smug  as  finan- 
cial journalists  vainly  try 
to  convince  Smithkline 
Beecham  and  Glaxo  Well- 
come to  set  up  another  deal. 

In  contrast  to  the  Smithkline/ 
Glaxo  debacle,  Seton/Scholl's 
merger  has  run  like  a  case  model. 
The  merger  was  publicly  pro- 
posed in  early  May  -  about  a 
mont  h  later  it  had  been  sealed 

It  was  not,  of 
course,  a  spur  of 
the  moment  move. 
Iain  Cater,  Seton- 
Scholl's  chief 
executive  (for- 
merly Seton's 
chief  executive), 
says  the  two  com- 
panies have  known 
each  other  for  a 
long  time.  Mr 
Cater  and  Dieno 
George,  Seton's 
deputy  chief  exec- 
utive, first  sounded 
out  the  possibility  of  a  merger 
with  Stuart  Wallis,  Scholl's  chair- 
man, in  1996. 

Full  blown  merger  talks  did 
not  begin  until  late  last  year  and, 
in  January,  their  management 
teams  began  to  iron  out  the 
details. 

What  have  they  got  now?  An 
£800  million  group  whose  inter- 
ests range  from  OTC  products 
and  wound  management  to  foot 
care  brands  and  retail  outlets. 
The  group's  international  infra- 
structure spans  more  than  28 
countries,  while  annual  sales  top 
£300  million. 

Equal  share 

Seton  has  always  stressed  it  has 
been  a  merger  of  equals,  which  is 
reflected  in  the  group  board:  ten 
directors,  five  from  each  com- 
pany, three  of  the  non-executives 
come  from  Scholl's  board,  two 
from  Seton. 

Norman  Stoller,  Seton's  chair- 
man, takes  on  an  'ambassadorial 
role'  as  president  of  the  group. 
Stuart  Wallis  is  the  group's  chair- 
man. 

From  Seton's  perspective,  the 
group  is  an  ideal  vehicle  for  its 
brands'  global  expansion.  Mr 
George,  now  the  group's  manag- 


Seton  once 
thought  that 
Scholl  stores 
were  footwear 
specialists 


lain  Cater  (left)  SetonScholl's  chief  executive  with  Dieno  George,  managing  director  lor  global  marketing 
and  UK  sales.  The  two  companies  have  known  each  other  for  a  long  time 


ing  director  for  global  marketing 
and  UK  sales,  says  Seton  is  no 
longer  hampered  by  its  UK  roots. 
"We've  always  been  disadvan- 
taged by  the  lack  of  an  interna- 
tional network,  in  terms  of  prod- 
uct development  plans  and  our 
investment  criteria.  We've 
always  said:  'let's  treat  the  UK  as 
our  core  market'.  It  isn't  really 
good  enough  for  a  group  that  has 
the  aspirations  we  have." 

Considering  that  the  UK/Eire 
accounted  for  86  per  cent  of 
Seton's  sales,  its  previous  out- 
look was  understandable.  The 
company's  overseas  sales  are 
handled  by  distributors,  some  of 
whom  do  a  better  job  than  oth- 
ers. Seton  wants  to  switch  the 
sales  responsibility  to  Scholl's 
overseas  subsidiaries. 

"We  would  obviously  do  a  bet- 
ter job  if  we  had  control  over  our 
own  brands  overseas,"  says  Mr 
Cater.  "In  the  markets,  where  we 
would  choose  to  do  this,  we 
would  also  obtain  the  margins. 
And  we  wouldn't  have  the  set  up 


costs  of  establishing  subsidiaries 
overseas  because  they're  already 
within  the  merged  group." 

Seton's  operating  margins 
were  an  enviable  24.5  per  cent, 
mostly  because  it  produces  70 
per  cent  of  what  it  sells.  The 
group's  margin  is  17.4  per  cent, 
although  SetonScholl  plans  to  lift 
that  to  20  per  cent  within  three 
years.  Removing  the  distributors 
'cut'  from  brands  they  sell  over- 
seas will  ultimately  lift  its  profits. 

Launching  brands  abroad  will 
also  be  easier  because  Seton  can 
do  it  through  the  group's  sub- 
sidiaries, instead  of  negotiating 
terms  with  distributors. 

Ideal  candidates 

Mr  George  says  Prosport, 
Meltus  and  selected  head  lice 
products  are  ideal  candidates 
for  international  expansion, 
along  with  products  the  group 
develops. 

Distributors,  he  says,  are  not 
usually  prepared  to  put  a  lot  of 
effort   into   building   up  new 


products,  whereas  the  new 
arrangement  gives  SetonScholl 
the  flexibility  to  switch  market- 
ing expenditure  from  one  brand 
to  a  newcomer. 

Seton  would  have  no  problem 
meeting  the  potential  demand 
abroad  -  its  plants  generally 
operate  on  a  single  shift  basis, 
five  days  a  week.  "We  really  will 
have  succeeded  if  we  need  extra 
capacity  -  that  would  be 
heaven,"  says  Mr  George. 

Another  avenue  is  Scholl's 
retail  outlets  -  it  owns  60  in  the 
UK,  18  in  Scandinavia,  ten  in 
Spain  and  two  in  Switzerland. 
The  group  aims  to  introduce 
some  Seton  brands,  perhaps 
Prosport  and  back  supports 
within  the  stores.  "We  have  to 
take  a  really  good  look  [at  the 
options]  because  retail  space  is 
at  a  premium,"  says  Mr  George. 

Scholl's  brands  are  particu- 
larly strong  in  Italy,  where  the 
company  has  access  to  4,000  spe- 
cialist orthopaedic  outlets. 
"Seton's  orthopaedic  soft  goods 
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would  obviously  fit  well  there," 
he  acids. 

Mr  George  admits  Seton  once 
thought  that  Scholl  stores  were 
footwear  specialists.  Over  the 
past  12  months,  however,  Scholl 
has  been  moving  to  "higher 
value-added  practices",  such  as 
chiropody.  Each  store,  for  exam- 
ple, has  a  number  of  qualified 
chiropodists.  With  foot  care  now 
accounting  for  17  per  cent  of  the 
stores'  sales,  compared  with  13 
per  cent  previously,  the  stores 
are  emerging  from  a  gloomy 
period  that  saw  them  operating 
at  a  loss.  Last  year  they  made  a  7 
per  cent  return  on  sales  and  the 
ratio  is  improving  this  year, 
according  to  Mr  George. 


Group  sales  by  Core  Categories 

Combined  Year-ends  1997/98  (£m) 


Cost  cutting 


In  tandem  with  these  strategic 
plans,  SetonScholl  is  trimming 
costs  by  cutting  out  unnecessary 
duplication.  The  programme, 
expected  to  last  up  to  two  years, 
involves  a  new  head  office  called 
Toft  Hall  in  Knutsford,  Cheshire. 
Mr  Cater  says  the  new  location 
suits  the  group's  international 
outlook  -  the  site  is  about  15 
minutes  from  Manchester  Air- 
port, which  is  convenient  for 
SetonScholl  executives  travel- 
ling abroad. 

Scholl  Consumer  Product's 
head  office  in  Luton  will  be 
closed  by  December.  The  group 
hopes  most  of  the  site's  150  staff 
will  move  to  Toft  Hall. 


SetonScholl  also  aims  to  save 
money  by  having  one  develop- 
ment team  in  north-west  Eng- 
land, not  two,  although  it  will 
invest  more  in  development  pro- 
grammes. 

Various  Scholl  products,  worth 
several  million  pounds,  will  be 
produced  by  Seton  plants.  "We'll 
bring  them  in-house  very  quickly, 
so  the  manufacturing  margin 
currently  earned  by  third  party 
[for  Scholl's  products],  will  be 
captured  by  the  merged  group," 
says  Mr  Cater. 

SetonScholl  will  combine  its 
sales  forces  to  make  a  40-strong 
team  covering  pharmacy,  drug 
stores  and  grocery  The  team  will 


be  retrained  to  give  advice  on 
both  Seton  and  Scholl  brands. 
About  15-20  representatives 
could  be  made  redundant. 

The  group's  international  sales 
and  marketing  infrastructure 
will  remain  unchanged. 

Mr  Geoi'ge  says  pharmacists 
should  benefit  because  the 
group's  reps  will  be  visiting  them 
more  often.  SetonScholl,  mean- 
while, could  combine  the  two 
companies'  promotional  and 
merchandising  campaigns. 

Integration  target 

Within  18  months,  SetonScholl's 
operations  should  be  fully  inte- 
grated. 


Where  does  all  this  activity 
leave  Seton 's  acquisition  plans' 
For  example,  the  company  spent 
541. (>  million  in  the  past  financial 
year  on  a  combination  of  brands 
and  businesses,  the  biggest  of 
which  was  Thackraycare,  a  sup- 
plier of  branded  continence 
products. 

Mr  Cater  says  the  size  of  lire 
group  should  spur  more  acquisi- 
tions, ll  can  afford  to  spend  at 
least  550  million  over  the  next 
IS  months  without  having  to 
raise  more  funds  from  its  share- 
holders. 

Looking  abroad 

As  the  integration  process  is 
largely  occurring  in  the  UK, 
SetonScholl's  overseas  busi- 
nesses may  set  tire  momentum 
for  acquisitions  over  the  next  IS 
months. 

Speculation  has  focused  on 
one  ideal  acquisition:  Scholl  in 
the  US.  The  firm  is  owned  by 
Schering  Plough,  which  has  no 
plans  to  sell  it.  But  the  omens 
look  good,  since  Scholl  does  not 
fit  into  Schering's  predominant  ly 
pharmaceutical  set-up.  Scholl 
US,  could  be  worth  about  £200 
million. 

Scholl  alone  would  not  have 
been  able  to  afford  its  US  name- 
sake. SetonScholl  is  another 
matter.  The  smart  money  is  on 
SetonScholl  making  a  bid  for 
Scholl  US  in  about  12  months 
time. 


Cracking  Europe's  export  market 

wide  open 


***** 


A  dynamic  and  cost  effective  new  promotional 
opportunity  to  put  your  products  and  services  in  front 
of  thousands  of  buyers  right  across  Europe. 

So  get  cracking,  find  out  more  by  completing  the  form 
below  and  start  celebrating  your  export  success. 


If  you  're  not  in  EURO  CD-BOOK,  you  're  not  in  Europe 


YES  "  Please  send  me  more  details  about  promoting  my  company  in  the  Miller  Freeman  EURO  CD-BOOK 


Name: 


Job  Title: 


Company  Name 
Address:  


Postcode: 


Tel: 


Fax: 


Nature  of  Business: 


Please  send  to:  Sandy  Crouch. 
Miller  Freeman  Information  Services. 
Miller  Freeman  UK  Ltd. 
Riverbank  House.  Angel  Lane, 
Tonbridge,  Kent,  TN9  1SE 
Tel:  01732  377591 
Fax:  01732  367301 

Ml  Miller  Freeman 

CDD 
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'     ■      ":         "  '!'•'    [;  arilirog  provider  of  24-hoimr 
health  information  phone  lines.  Maria  Murray  visits 
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On  call  around 
the  clock,  365 
days  a  year 


Pharmacist  Andrew  Wilson  worked  at  Boots  before  joining  Access  24 


Call  centres  are  popularly 
imagined  as  scenes  of 
controlled  frenzy  -  opera- 
tors desperately  trying  to 
reach  their  targets,  super- 
visors stalking  the  room  looking 
for  slackers,  and  the  constant 
ringing  of  banks  of  telephones. 
So  the  air  of  calm  reassurance 
that  pervades  the  Reigate  offices 
of  Access  24  is  a  pleasant  sur- 
prise. Quiet  voices,  the  gentle 
click  of  a  mouse,  and  a  few  short 
rings  of  the  phone,  are  the  only 
sounds  to  be  heard  in  the  large 
airy  room.  Yet  Access  24  is  the 
UK's  leading  provider  of  24-hour 
healthlines,  handling  hundreds 
of  calls  a  day  on  topics  as  diverse 
as  thrush,  asthma,  and  cancer. 

Managing  director  Martin 
Leuw  says  the  service  is  not  com- 
peting with  health  care  profes- 
sionals. "Health  care  has 
changed  to  become  more  patient 
focused  and  we  are  working  with 
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GPs  and  pharmacists  to  ensure 
the  patient  gets  maximum  sup- 
port and  benefit  from  their  treat- 
ment." 

Access  24  was  established  in 
the  UK  in  1996  as  a  joint  venture 
between  PPP  Healthcare  and 
Teletech.  It  provides  a  telephone 
health  information  service  to 
customers  of  large  health  care 
companies.  Its  60-strong  team 
includes  pharmacists,  registered 
nurses,  counsellors,  midwives, 
dieticians,  physiotherapists  and 
social  workers  who  handle  each 
case  on  an  individual  basis  rather 
than  working  from  a  set  script. 

Operators  never  speculate  or 
diagnose  on  the  phone.  The  com- 
pany sees  its  role  as  supporting 
the  GP/patient  relationship,  not 
interfering  with  or  replacing  it, 

"By  responding  to  queries  with 
factual  information,  Access  24 
helps  empower  patients,  so  they 
are  in  a  position  to  make  deci- 


sions about  their  own  health," 
explains  Mr  Leuw. 

Drug  queries  account  for  more 
than  20  per  cent  of  calls.  They 
often  come  from  patients  experi- 
encing minor  side  effects.  If  they 
do  not  receive  reassurance, 
patients  are  likely  to  discontinue 
treatment.  Often  one  phone  call 
providing  information  in  plain 
English  is  sufficient  to  allay  fears 
about  interactions  or  adverse 
effects.  Mr  Leuw  describes  it  as  a 
"virtuous  circle"  because  when 
patients  comply  with  their  med- 
ication they  are  more  likely  to 
recover  more  quickly,  reducing 
pressure  on  GPs  and  NHS 
resources. 

Support  systems 

New  technology  is  central  to  the 
effectiveness  of  Access  24.  An 
impressive  bank  of  computer 
equipment  ensures  that  all  infor- 
mation is  constantly  backed  up 
and  stored  safely.  Every  eventu- 
ality, including  a  bomb  attack,  is 
prepared  for. 

There  are  300  lines  available 
with  quality  checks  at  each  stage 
of  the  process.  All  calls  are  com- 
puter logged  and  there  is  a  fol- 
low-up call  facility,  digital  voice 
recording  of  all  calls,  and  archiv- 
ing of  all  calls  for  seven  years. 

If  callers  want  further  informa- 
tion, operators  can,  at  the  press 
of  a  button,  send  out  some  of  the 
140  fact  sheets  which  have  been 
approved  by  a  GP  panel. 

Powerful  geographical  map- 
ping software  provides  details  of 
pharmacies,  dentists,  doctors 
and  other  services  in  the  LIK  and 
throughout  the  world. 

The  medical  library,  or 
'cybrary',  is  the  largest  privately 
owned  medical  information 
library  in  Europe,  constantly 
updated  by  two  medical  librari- 
ans. 

Its  databases  enable  Access  24 
pharmacists  to  offer  travellers 
advice  on  vaccination  require- 
ments, prevalence  of  disease  in 
particular  regions,  water  and 
food  safety  and  the  latest  infor- 
mation from  the  Foreign  Office 
on  political  or  civil  unrest. 

However,  all  the  hi-tech  equip- 
ment would  be  of  little  use  with- 
out the  knowledge  and  experi- 
ence of  the  staff.  The  team's  mul- 
tidisciplinary  nature  enables 
Access  24  to  provide  advice  and 
support  to  callers  on  all  aspects 
of  health  and  wellbeing,  and 
refer  where  necessary. 

Who  uses  it? 

PPP  Healthcare,  Bayer,  Boots 
the  Chemists  and  Novartis  Con- 
sumer Health  are  just  a  few  of 
the  major  clients  using  the  ser- 
vice. Patient  groups,  including 
the  Impotence  Association,  also 
recognise  the  value  of  such  a  ser- 
vice for  sufferers. 

Bayer's  customer  health  care 
line,  the  Canesten  Thrush  Advice 
Line,  offers  consumers  instant 


access  to  expert  advice.  Many 
women  find  thrush  an  embar- 
rassing subject  to  discuss,  either 
in  a  GP's  surgery  or  a  pharmacy. 
The  helpline  combines  privacy 
with  the  reassurance  of  speaking 
to  a  medically  qualified  person. 

From  a  company  perspective  it 
adds  value  to  the  Canesten  brand 
beyond  the  point  of  purchase 
and  helps  build  customer  loyalty 
in  a  competitive  market. 

Novartis  Consumer  Health  is 
using  Access  24  in  a  three-month 
pilot  project  to  help  smokers 
using  Nicotinell  to  quit.  Regis- 
tered muses  trained  in  smoking 
cessation  counselling  offer 
advice,  support  and  follow-up 
calls.  The  company  decided  to 
use  the  service  after  research 
published  in  the  British  Medical 
Journal  found  that  23  per  cent  of 
callers  to  a  helpline  staffed  by 
trained  professional  counsellors 
had  stopped  smoking  a  year  after 
first  contact,  and  that  there  had 
been  some  positive  change  in  the 
smoking  habits  of  88  per  cent  of 
callers. 

PPP  Healthcare  is  the  UK's 
second  largest  private  medical 
health  insurance  company.  Its 
24-hour  Health  Information  Line 
is  recognised  by  policy  holders 
as  a  key  benefit.  They  are 
encouraged  to  contact  the 
helpline  before  taking  any  other 
action.  In  this  way  callers  are 
directed  to  the  most  appropriate 
help  point  -  pharmacist,  GP  or 
hospital  -  which  benefits  both 
patient  and  insurance  company. 
Over  the  past  two  years  Access 
24  has  handled  more  than 
125,000  calls  from  70,000  policy 
holders.  Another  bonus  for  PPP 
Healthcare  is  that  there  has  been 
a  50  per  cent  increase  in  loyalty 
for  its  customers  who  have  used 
the  information  line. 

Ask  a  pharmacist 

Three  pharmacists  are  employed 
by  Access  24  but  Mr  Leuw  hopes 
to  increase  this  to  ten  to  cope 
with  the  increasing  workload.  An 
ability  to  communicate  is  proba- 
bly the  most  desirable  skill,  so 
applications  are  welcome  from 
all  branches  of  pharmacy. 

Phannacist  Andrew  Wilson 
worked  as  a  manager  at  Boots 
the  Chemists  for  seven  years  and 
was  attracted  to  the  position  at 
Access  24  two  years  ago  because 
it  allowed  him  to  use  his  clinical 
knowledge  to  a  greater  extent. 

"Initially  it  was  challenging  as  I 
lacked  the  medical  information 
and  information  technology 
skills,"  he  says.  However  his  abil- 
ity to  communicate  with  patients 
was  easily  transferred  from  the 
pharmacy  counter  to  telephone. 

"The  hardest  part  is  to  reduce 
the  amount  of  information  we 
have  to  a  few  sentences  in  plain 
English."  His  colleagues  in  retail 
will  be  pleased  to  know  that  he 
often  refers  callers  to  their  local 
pharmacy. 
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Restructure  increases  sa 


ingoing  restructuring  of  the 
AAII  group  helped  increase  sales 
significantly  in  the  first  half  of 

he  year. 

The  latest  results  from  German 
)arent  Gehe  reveal  that  AAH's 
wholesale  arm  boosted  turnover 
>y  20  per  cent  to  DM3.3 
>illion  (S1.2bn)  while  the  phar- 
nacy/retail  division  including 
Joyds  Pharmacy  increased  its 
sales  by  13.3  per  cent  to  DM1. 2bn 
5428m ). 

Both  operations  contributed  to 

rise  in  the  group's  first  half 
>perating  profits  of  5.7  per  cent 
o  DM240m  (£86m). 

Since  the  acquisition  of  Lloyds 
Chemists  last  year,  the  AAII 
'roup  has  implemented  a  radical 
estructuring  programme. 

Wholesale  business  was  trans- 
erred  from  Lloyds  to  AAH, 
lills/Lloyds  was  rebranded  as 
Joyds  Pharmacy  and  Vantage 
eceived  its  first  major  revamp 
for  23  years. 

Arguably  the  biggest  change 
has  been  the  relocation  and 
merger  of  ten  administration 


AAH  chief  executive  Michael  Ward 

centres  into  a  new  headquarters 
building  in  Coventry. 

AAH  Group  chief  executive 
Michael  Ward  said  further 
changes  to  the  UK  business 
would  be  seen  in  the  second  half. 
"We  have  more  than  achieved  the 
targets  set  for  us  and  have 
exceeded    expectations.  How- 


ever, there  arc  still  operating  syn- 
ergies to  be  achieved,"  he  said. 

Within  weeks  AAII  expects  to 
have  reviewed  EPoS  data  for  all 
ils  Lloyds  stores  which  will 
enable  il  to  fine-tune  merchan- 
dising and  cut  wastage. 
•AAH  Hospital  Service  has  cre- 
ated a  CD-rom  to  inform  pharma- 
cists, manufacturers  and  NHS 
management  about  the  workings 
of  the  wholesale  supply  chain. 

The  disc,  c  alled  The  Complete 
Picture,  is  being  sent  free  to 
10,000  people  and  includes  inter- 
views with  industry  and  hospital 
staff  as  well  as  AAH  directors. 

There  are  also  hints  on  stock 
management  and  market  trend 
data  sourced  from  the  DoH  and 
the  company's  own  research. 

The  CD-rom  will  be  updated 
once  a  year,  says  AAII  Hospital 
Service  director,  Jeremy  Poole. 
"We  are  trying  to  develop  an 
understanding  and  dialogue  with 
the  pharmaceutical  industry's 
key  staff  who  are  not  directly 
involved  with  the  supply  chain," 
he  said. 


Explosion  casts  dark  cloud  over  Shire's  glowing  sales  figures 


Shire  Pharmaceuticals'  world- 
wide sales  trebled  in  the  first  six 
months  of  1998,  but  the  company 
faces  a  bumpy  second  half  unless 
it  can  quickly  find  a  new  produc- 
tion site  for  its  two  most  success- 
ful drugs. 

Adderall  and  Dextrostat 
account  for  63  per  cent  of  the 
group's  sales,  but  the  explosion 
earlier  this  month  at  the  LTS  plant 
of  Arenol,  the  sole  supplier  of  the 
ictive  ingredients  (C&D  August 
15,  p25),  took  the  shine  off  the 
latest  financial  results. 

Group  turnover  was  up  year- 


on-year  from  513.2m  to  540.  lm 
while  a  541,000  loss  was  turned 
into  a  55.4m  pre-tax  profit.  Sales 
of  products  at  its  UK  sales  and 
marketing  ami  Shire  Pharmaceu- 
ticals Ltd  were  up  26  per  cent  to 
£6.5m. 

Despite  this,  the  group's  share 
price  fell  by  a  quarter  on  news  of 
the  explosion  and  there  are  now 
fears  that  the  overall  business 
could  return  to  the  red. 

Shire  is  said  to  be  talking  to 
two  groups  about  relocating  the 
manufacture  of  the  active  ingre- 
dients, but  a  deal  must  be  signed 


soon,  as  supplies  of  both  drugs 
will  run  out  before  the  year  end. 

Shire  would  have  to  obtain 
clearance  from  the  FDA  and  the 
Drug  Enforcement  Agency  for 
any  relocation. 

In  the  six  months  to  June,  the 
company  completed  an  interna- 
tional offering  and  listing  on  the 
NASDAQ  stock  exchange  which 
raised  520.6m. 

The  company  also  launched  an 
epilepsy  treatment,  Carbatrol,  in 
June,  while  the  overall  RAH  >  bud- 
get was  increased  by  147  per  cent 
from  50.2m  to  515.3m. 


rl 


Xenova  reports  loss 
despite  partnership 

Announcement  of  a  first  drug 
development  partnership  helped 
boost  Xenova  Group's  revenues 
in  the  first  half  of  1998.  However, 
the  group  made  a  loss  for  the 
period  of  56.9  million  (S6.7m). 

The  company  secured  the 
collaborative  agreement  with 
Eli  Lilly  &  Company  based  on 
Xenova's  PAI-I  preclinical 
programme  in  cardiovascular 
disease. 

The  R&D  budget  was  increased 
from  S6.3m  to  S8.0m  as  part  of  the 
[leal,  while  general  administra- 
ion  costs  jumped  from  5900,000 
o  S1.9m  because  the  group  had 
o  pay  compensation  to  its  former 
hief  executive  Louis  Nisbet. 


Biofocus  raises  funds  for  expansion 


Biofocus  pic,  which  provides 
integrated  chemistry  services  for 
drug  discovery,  has  raised 
5865,000  through  a  new  share 
issue. 

The  Kent-based  company  will 
use  the  money  to  recruit  more 
technical  sales  people   in  an 


aggressive  bid  to  increase  its 
market  share  in  the  LIS  and  main- 
land Europe. 

The  company  has  contracts 
with  Roche  Discovery  Welwyn  in 
the  LTK  and  Cubist  Pharmaceuti- 
cals, ViroPharma  and  Scriptgen 
in  the  US. 


Ex-ICI  man  joins  British  Biotech  board 


Former  ICI  director  Christopher 
Hampson  will  head  the  board  of 
British  Biotech  from  the  end  of 
September  when  current 
non-executive  chairman  John 
Raisman  and  chief  executive 
Keith  McCullagh  leave  the  com- 
pany. 

Hampson's  non-executive 
appointment  to  the  troubled  drug 


development  company  comes 
five  months  after  its  head  of  clin- 
ical trials,  Andrew  Miller,  left  the 
firm. 

The  company  has  also  been 
scrutinised  by  the  Science  and 
Technology  Select  Committee  of 
MPs  for  allegedly  misleading 
investors  on  the  progress  of  new 
drugs. 
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Strong  pound  puts 
dent  in  S&N  profits 

Smith  &  Nephew  will  spend 
the  next  six  months  making  fur- 
ther cuts  to  its  UK  production 
facilities. 

The  company  blamed  the 
strength  of  the  pound  for  a  5!) 
million  (-1 1  per  cent )  slump  in  its 
first  half  pic-lax  profits  to  5 71. Dm 
and  has  moved  Id  per  cent  of  ils 
I  TK  production  overseas. 

The  group's  plants  in  South 
Africa  and  Indonesia  began  pro- 
duction in  the  first  six  months  of 
1998  while  other  work  has  been 
relocated  to  France. 

The  company  has  also  spent 
around  S4m  developing  its  artifi- 
cial skin  product  Dermagraft,  but 
its  progress  to  the  markel  has 
been  slowed  because  the  FDA 
asked  for  more  clinical  trials. 

Despite  turnover  down  1.5  per 
cent  to  5516.9m,  chief  executive 
Chris  O'Donnell  says  around 
5500m  is  available  for  acquisitions. 

Viagra  royalty  pay 
day  for  Pfizer 

Pfizer  could  earn  more  than  5100 
million  in  royalties  from  the  first 
full  year  of  sales  of  its  impotence 
drug  Viagra. 

Industry  estimates  claim  the 
global  trade  in  Viagra  could  reach 
$1.5bn  (5938m)  in  1999  and  Pfizer 
has  secured  rights  to  10  per  cent 
of  all  sales. 

Although  Pfizer  is  a  ITS  com- 
pany, the  patent  is  held  in  the  LTK 
because  the  drug  was  developed 
at  its  site  in  Sandwich,  Kent.  This 
means  the  worldwide  success  of 
the  drug  could  earn  the  Treasury 
more  than  5100m  in  tax  paid  by 
Pfizer  in  the  first  year. 

Meanwhile,  Pfizer  has 
announced  plans  to  invest  a  fur- 
ther 5350m  in  the  UK  over  the 
next  three  years,  adding  a 
research  facility  at  Sandwich  and 
a  new  headquarters  at  Reigate. 

Roche  earnings  up 
but  margins  down 

Earnings  at  Swiss  health  care 
group  Roche  jumped  3  per  cent  to 
SFr2.5bn  (S1.03bn)  in  the  first 
half  i  if  (he  year,  although  margins 
were  down  from  26  per  cent  to  20 
per  cent. 

The  company  has  sold  DePuy 
orthopaedics  to  Johnson  &  John- 
son, while  the  integration  of  diag- 
nostics company  Boehringer 
Mannheim,  purchased  last  year,  is 
now  complete. 

Sales  of  pharmaceuticals,  the 
largest  division,  rose  by  23  per 
cent  to  SFr7.3bn,  and  year-end 
profits  are  expected  to  be  up. 
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BUSINESS  NEWS 


No  more  than  48  hours  a  week 


Regulations  implementing  the 
European  working  time  directive 
in  Great  Britain  are  now  avail- 
able from  the  Stationery  Office. 

The  Working  Time  Regulations 
1998  (SI  No  1833,  4.15),  coming 
into  effect  on  October  1,  stipu- 
late that  a  worker  should  not 
work  more  than  an  average  of  48 
hours  in  seven  days. 

An  adult  will  be  entitled  to  a 
rest  of  not  less  than  1 1  consecu- 
tive hours  in  each  24-hour  work- 
ing period,  while  young  workers 
(aged  15  to  17)  will  be  entitled  to 
12  consecutive  hours  unless  the 
work  periods  are  split  up  over 
the  day  or  of  short  duration. 

Certain  types  of  work  where 
there  is  a  need  for  continuity, 
such  as  research  and  develop- 
ment activities,  are  exempt. 

An  adult  will  be  entitled  to  an 

Oral  antidiabetic  drug 
Novonorm  gets  EC  OK 

The  European  Commission  has 
approved  NovoNorm,  an  oral 
anti-diabetic  agent  for  the  treat- 
ment of  Type  2  diabetes,  made 
by  Danish  company  Novo 
Nordisk  A/S. 

This  is  the  company's  first  step 
into  the  Type  2  market  . 

The  manufacturer  describes 
the  drug  as  a  fast-working  agent 
that  is  taken  with  meals. 

It  absorbs  rapidly  and  clears 
quickly  from  the  bloodstream. 

NovoNorm  should  be  launched 
in  most  European  Union  coun- 
tries before  Christmas,  according 
to  Novo  Nordisk. 

UK  pharmacy  drug 
sales  outpace  global 
growth  rate 

Sales  of  drugs  through  UK  phar- 
macies grew  at  a  faster  rate  than 
for  the  retail  trade  worldwide  in 
the  year  to  Apr  il. 

According  to  the  IMS  Health 
Drag  Monitor,  UK  sales  rose  7  per 
cent  to  $7.9  billion  (S4.9bn),  while 
the  overall  level  across  the  major 
countries  surveyed  went  up  6  per 
centto  $178.9bn  (£111.8bn). 

North  America  is  still  world 
leader  with  a  growth  of  11  per 
cent,  while  across  the  top  five 
European  territories  growth  was  5 
per  cent  with  a  total  value  of 
$49.3bn  (S30.8bn).  In  Europe,  the 
UK's  year-on-year  increase  was 
second  only  to  Spain  (10  per  cent). 

Car  diovascular  drug's  made  up 
the  largest  retail  sector  in  the 
I  herapeutic  category. 


uninterrupted  rest  of  not  less 
than  24  hours  in  each  seven-day 
wor  king  period.  If  the  employer- 
wishes,  this  can  be  taken  as  two 
uninterrupted  rest  periods  of  not 
less  than  24  hours  each,  or  one 
uninterrupted  rest  of  not  less 
than  48  hour  s  in  14  days. 

For  young  workers  the  rest 
per  iod  will  be  not  less  than  48 
hours  in  each  seven  days,  unless 
the  work  periods  are  split  over 
the  day  or  of  short  duration. 

Adults  who  work  more  than 
six  hours  a  day  will  be  entitled  to 
a  rest  break  of  not  less  than  20 
minutes.  Young  people  working 
more  than  four  and  a  half  hours 
daily  will  be  entitled  to  a  break  of 
at  least  30  minutes,  consecutive 
if  possible,  which  may  be  spent 
away  from  the  workstation. 

Workers  will  be  entitled  to 


Sales  at  CP  Pharmaceuticals 
have  more  than  doubled  since  a 
management  buy  out  from 
Fisons  five  years  ago,  and  a  share 
option  scheme  has  been 
launched  to  reward  staff. 

CP  plans  a  flotation  within  the 
next  three  years,  and  3  per  cent 
of  its  shares  are  being  made 
available  to  employees  who  can 
convert  their  options  into  tax- 
free  shares  when  the  flotation 
goes  ahead. 

The  management  buy  out  team 
took  control  of  CP  on  August  13, 
1993  when  sales  were  Slim  and 
the  company  was  making  a  loss 
of  more  than  £3m  a  year. 


National  Westminster  Bank  is 
offering  small  businesses  advice 
on  how  to  survive  if  the  economy 
lurches  into  recession. 

The  bank  says  pharmacies 
must  monitor  their  cashflow  and 
draw  up  a  break-even  point. 

They  should  remember  which 
trading  areas  were  most  vulnera- 
ble in  the  last  recession  and  how 


three  weeks'  paid  leave,  rising  to 
four  weeks  after  November  23, 
1999.  An  employer  may  give 
advance  notice  of  the  days  on 
which  the  worker  may  or  may 
not  take  leave. 

An  employee  will  be  regarded 
as  unfairly  dismissed  if  an 
employer  imposes  a  requirement 
which  contravenes  the  regula- 
tions and  the  worker  is  sacked 
for  refusing  to  comply. 
•  The  National  Minimum  Wage 
Bill  received  Royal  Assent  on 
July  31.  Fr  om  April  1999  the  min- 
imum wage  will  be  S3. 60  per  hour 
before  deductions.  A  develop- 
ment rate  will  apply  to  18-21- 
year-olds,  phased  in  at  £3  an  hour 
and  rising  to  S3. 20  an  hour  in 
June  2000  for  18-20-year-olds. 
Temporary  workers  will  also  be 
covered  by  the  requirements. 


Turnover  has  jumped  to  S24m 
since  the  takeover  and  staff  have 
risen  from  194  to  354  as  the  com- 
pany has  reaped  the  rewards  of 
an  active  R&D  programme.  In  the 
last  financial  year,  S8m  worth  of 
sales  came  from  products 
launched  since  the  acquisition. 

Finance  director'  Andrew 
Coveney  said  the  board  wanted 
to  thank  the  staff. 

"A  share  option  seemed  the 
fairest  way.  The  exact  number  of 
shares  will  be  based  on  length  of 
service  and  level  of  responsibil- 
ity. It  also  means  employees  will 
benefit  from  the  future  growth  of 
the  company,"  he  said. 


their  competitors  reacted. 

This  advice  came  as  NatWest 
announced  it  has  fixed  the  inter- 
est rate  for  its  secured  business 
development  loan  at  8.69  per 
cent  and  at  10.19  per  cent  for 
unsecured  lending. 

The  company  stresses  that 
these  rates  will  vary  if  economic 
conditions  change. 


ADVANCE  INFORMATION 


PMS  now  booking,,, 

The  next  series  of  marketing 
modules  run  by  the  Pharmaceuti- 
cal Mar  keting  Society  gets  under 
way  in  September. 

Meetings  usually  start  at  7pm 
and  last  for  about  an  hour.  The 
cost  is  S30  plus  VAT  (non-mem- 
bers S60).  A  S15  discount  is 
offered  if  all  three  autumn  mod- 
ules are  booked. 

The  autumn  programme  is: 

September  10  Nurse  pr  escrib- 
ing, by  Mark  Jones,  primary  care 
policy  adviser,  RCN.  Venue: 
Smithkline  Beecham,  Welwyn 
Garden  City. 

October  8  NICE,  by  Dr  Charles 
Dobson.  Venue:  Sanofi  Winthrop, 
Guildford. 

November  12  Pharmacist  pre- 
scribing, by  Georgina  Craig,  NPA. 
Venue:  Innovex,  Marlow. 

To  register  contact  PMS  secre- 
tary Vivien  Bennett,  PO  Box  200, 
Horsham,  W  Sussex  RH12  3FA 
(tel:  01403  264898). 


'Delivering  Clinical  Pharmacy  in 
the  Community  and  Primary 
Care'  is  the  theme  of  a  UKCPA 
study  day  on  September  22  at  the 
Royal  Pharmaceutical  Society  of 
Great  Britain,  1  Lambeth  High 
Street.  For  more  details  contact 
Mrs  Pat  Kennedy,  tel  0116  277 
6999. 

On  September  29  UKCPA  is  hold- 
ing a  study  day  at  the  Postgr  adu- 
ate Medical  Centre,  St  Thomas' 
Hospital,  London,  on  'The  Critical 
Care  Pharmacist  -  Making  a  Dif- 
ference'. Details  as  above. 
The  Psoriatic  Arthritis  &  Psoria- 
sis Conference  '98  is  being  held 
on  September  26  at  Wobirrn 
Safari  Park,  free  admission. 
Details  from  PAA  on  tel/fax  01923 
672837. 

Expopharm  '98  will  take  place  on 
October  1-4,  in  Munich,  Germany. 
For  further  information  contact 
Jennie  Franks,  tel  01638  751132. 
The  Institute  of  Pharmacy  Man- 
agement International  will  be 
holding  a  conference  on  October 
9/10  at  the  Four  Pillars  Hotel,  Wit- 
ney near  Oxford.  Further  details 
from  the  secretary,  tel  01622 
790745. 

BrAPP  is  holding  a  symposium 
on  October  21  at  the  Common- 
wealth Conference  and  Events 
Centre,  High  Street  Kensington, 
London   W8,   entitled  'Ethical 
Review,  Clinical  Practice  and 
Pharmaceutical    Medicine:  An 
Update'.  For  further  information 
tel  0171  404  3404. 
The  Society  of  Cosmetic  Scien- 
tists is  holding  its  20th  residential 
postgraduate  course  on  Novem- 
ber     1-6     at     the  Stakis 
Bournemouth   Hotel,  Westover 
Road,  Bournemouth,  Hampshire,  j 
For  further  details  contact  the  ! 
general    secretary,    tel    01582  i 
72661. 


Schering  bears  brunt  of  Asia  crisis 


Schering's  sales  rose  just  under  4 
per  cent  to  DM3.2  billion  (Sl.l 
billion)  for  the  six  months  to 
June  30. 

The  German  company  per- 
formed relatively  poorly  at  home, 
and  felt  the  impact  of  South-east 
Asia's  recession,  where  its 
turnover  dived  34  per  cent.  Its 
growth  in  the  LIS  was  relatively 
sluggish. 

Pre-tax  profits  rose  1 1  per  cent 
to  DM555  million. 

Sales  in  Europe  were  up  6  per 


cent  to  DM1.702  billion,  while 
operating  profits  rose  15  per  cent 
to  DM385  billion. 

Schering's  best  performing  cat- 
egory was  fertility  control/hor- 
mone therapy,  whose  sales  rose 
11  per  cent  to  DM1.168  billion, 
followed  by  therapeutics  prod- 
ucts, which  grew  3  per  cent  to 
DM983  million. 

Diagnostics  sales,  however, 
fell  4  per  cent  to  DM737  million, 
while  dermatology  products  fell 
4  per  cent  to  DM207  million. 


CP  rewards  staff  with  shares 


Bank  issues  recession  advice  to  businesses 
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PRODUCTS  &  SERVICES 


SHOPFITTING 


Pure  Health  Liquid  paraffin  50%  in  Whitesoft  paraffin 
500gm  is  now  available  from  your  local  wholesaler  or  from 
LEXON  (UK)  Ltd 
on  0800  61  42  42 


You  Sell  Baby  Sundries! 
Why  Not  Sell  Baby  Clothes? 

We  have  a  full  range  of  babywear  from  birth  to  5 
years  Bibs,  Socks,  Sleepsuits  etc  plus  seasonal 
wear.  We  guarantee  a  fast,  friendly  efficient 
service.  Free  delivery  within  48  hours. 

Call  or  Fax  A  J  Babywear  on  01992  762684 


SHOPFITTING 


SPECIALISTS  IN  RETAIL 
PHARMACY  AND  DISPENSARY 
SHOPFITTING 

QUALITY,  STYLE,  ELEGANCE, 
AFFORD  ABILITY 

Unit  6,  Stephenson  Road,  St.  Ives  Industrial  Estate, 
Huntingdon,  Cambs  PE17  4WJ. 
Telephone:  01480  494262  Fax:  01480  462412 

N.P.A.  APPROVED 


STOCK  FOR  SALE 

Alliance  Valuers 

&  Stocktakers 


SOUTH  DEVON  COAST 

Available  pre  Xmas  1 998  stock  as  a  result  of  relocation, 
circa  £15,000  at  cost.  Traditional  pharmacy  OTC  lines  only 
(no  P  medicines). 

First  reasonable  offer  secures.  Buyer  to  collect 


Pharmacy  Agents  for  all  of  the  UK  &  Ireland 
Tel  (01423)  508172  Fax  (01423)  531571 

SURPLUS  STOCK 


SELLERS 

FREE:  Sell  your  dead  stock/surplus  (</  70".,  list  >6/12,  50",,  list  6/12 
Send  your  surplus  drug  list  NOW,  (include  QTY.  and  EiXP)  and  improve 
your  cash  flow. 

BUYERS 

Buy  offers  direct  from  above  at  same  price  -  AND  pay  us  10%!  (VAT  FREE) 
commission  only  on  what  you  spend"! 
Send  for  list 

R  and  I  PORTER  (Pharmacy  Drug  Surplus), 
3A  Rutland  Lane,  Sale  M33  2GG 
Tel/Fax:  0161  969  1631 

Pharmacists  should  nnl\  advertise  medicines  for  sale  where  the  product  is  discontinued  or  in 
short  supply.  Medicines  must  he  unopened  and  in  original  packaging. 


Cube  Arts  Ltd,  Unit  D.  Mill  Green  Business  Park.  Mill  Green  Road. 
Mitcham.  Surrey  CR4  4HT  Tel:  0181-640  6114  Fax:  0181-640  4497 


YORKLI  E 


AWARD  WINNING  PHARMACY 
SHOPFITTING  SPECIALISTS 


Head  Office 

Nordia  House 
Seacroft  Industrial  Estate 
Coal  Road 
LEEDS  LS14  2AW 
Tel  0113  232  3478 


Scotland  Office 

Dirleton  House 

Dirleton  Lane 

ALLOA 

FK10  1NW 

Tel  01259  723131 


APPROVED  BY  THE  N.P.A. 
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Appointments  £27  P.S.C.C.  +  VAT  minimum  3x1 
General  Classified  £25  P.S.C.C.  +  VAT  minimum  3x2 
Box  Numbers  £15.00  extra.  Available  on  request. 
Copy  date  4pm  Tuesday  prior  to  Saturday  publieation. 
Cancellation  deadline  10am  Friday;  one  week  prior  to  insertion  date 
All  cancellations  must  be  in  writing.  Contact  Caroline  Martin. 


Chemist  and  Druggist  (Classified),  Miller  Freeman  PLC, 
Sovereign  Way,  Tonbridge,  Kent  TN9  1RW 
Tel:  01732  377272  Internet:  http://www.dotphannacy.com/. 
ALL  MAJOR  CREDIT  CARDS  ACCEPTED 


VISA 


c 


APPOINTMENTS 


For  the  right 
chemistry 


think  UK  . . . 


.  .  .think  Jen  rick 


Vacancies  throughout  the  UK  for'  pharmacists. 

Well  paid  opportunities  in  hospitals,  the  community 
and  the  fast  growing  multi-site  arena.  Add  Jenrick  to 
the  equation. 

Perfect  chemistry. 

For  long  or  short  term  contracts  throughout  the  UK 
you  should  be  weighing  up  Jenrick  Medical. 


X 


Jenrick  Medical 

145-147  Frimley  Road,  Camberley, 
Surrey,  England  GU15  2PS 
Tel  0800  585  482  Fax  01276  676050 
Email  medical@jen-med.demon.co.uk 


understanding  healthcare  from  the  inside  out 


DISPENSING 
>  SyjSTANT/1  RAINEE 
'fLangley) 

5  day  week,  no  Saturdays. 

Top  Salary. 

Telephone  Ed  on 
01753  541939 
at  McParland  Chemist 


SCOTLAND 

Leven,  East  Fife 

Enjoy  the  benefits  of  a  Work/Life  Balance 

that  is  second  to  none.  Experience  the 
quality  of  life  that  Scotland  offers  with  this 
interesting  job 

•  Supported  by  caring,  experienced 
owners 

•  Attractive  salary 

•  Society  fee  paid 

•  Temporary  accommodation  available 
if  required 

•  Would  suit  newly  qualified 

Contact  us  on  01337  828748 


PAN  EUROPEAN  PHARMACEUTICALS 

PEP  is  a  new  company  which  aims  to  specialise  in  the 
import/export  of  medicines  within  the  EEC;  as  part  of  a  large 

privately  owned  pharmaceutical  company. 
It  is  well  funded  and  already  has  grounding  in  UK  Generic/PI 
and  export  trading. 

PE  P  requires  a  Trading  Controller  to  run  the  day  to  day 
commercial  activities  and  build  the  turnover/profit  rapidly. 

An  ideal  candidate  would  be  aged  30-40  years,  have 
a  good  commercial  background  in  Generics/PI's  with 
a  proven  record  of  achieving  success  through  self  initiative. 

Please  forward  your  application  and  details  to: 
Pan-European  Pharmaceuticals, 
13  Station  Street,  Huddersfield,  HD1  1LY 


Copthorne  *  Nr  Crawley  •  West  Sussex 

Easy  access  to  M23 

Part  Time  Pharmacist 

For  a  pleasant  Rural  Pharmacy 

Two  to  Five  Afternoons  from  2  to  6.30 
And/or  Saturdays 
Excellent  supporting  staff  -  Competitive  Salary 

Contact:  Ratnesh  Sutaria,  Sutaria  Pharmacy 
Church  Road,  Copthorne,  West  Sussex  RH10  3RA 
Telephone:  01342  716133 


EDINBURGH 

Manager  required  for  Branch  Shop. 
Excellent  prospects  for  right  person 
Long-term  locum  or  |ob  share  considered 

Apply  with  CV  to. 
A.  Skinner  Chemists, 
195  Whitehouse  Road, 
Edinburgh  EH4  6BU 
Tel/Fax:  0131  339  3449 
or  0131  339  4865 


DISPENSING 
ASSISTANT/TRAINEE 
Bedfont  (Nr.  Heathrow) 

5  day  week,  no 
Saturdays. 
Telephone  Edwards  &  Taylor 
Chemist  on  0181  890  2236 


BIRMINGHAM 

Preregistration  Student  required  to 
start  Summer  1998  Comprehensive 
training  provided  by  experienced 
tutor  in  a  friendly  pharmacy. 

Write  to:  Mr  Rahanu,  144  Soho  Road, 
Handsvvorth,  Birmingham  BI9  9LN 
Telephone:  0121  554  6357 


LONDON  SE8 

Experienced  pharmacy  assistant 
required.  Full  or  part  time  for  our 
busy  modern  pharmacy.  EPOS  and 
MEDI  phase. 

Please  telephone  0181  692  1341 
or  0171  237  1896 


CHEMIST  &  DRUGGIST  22  AUGUST  1998 


APPOINTMENTS 


Liverpool/ 
Warrington 

Pharmacist  managers  required  for 
pharmacies  in  Liverpool/Warrington. 
Five  day  week. 
Good  supporting  staff. 
Newly  qualified  or  overseas  pharmacists 
are  welcome. 
Salary  negotiable. 
Phone  Mike  on  01516  2561 15  (day) 


LOCUMS 


BECTON,  EAST  LONDON 

Friendly  community  Pharmacy 
require  additional  Pharmacist 
for  job  share  position.  Hours 
9-2pm  daily  but  can  be 
negotiated  to  suit.  Would 
consider  Pharmacy  Manager 
working  4  full  days.  No 
Saturdays,  competitive  salary. 

Please  apply  to  Mina  Patel 
on  0181  530  7076  or 
0797  0057322 


LIVERPOOL  -  KIRKDALE 

(NEAR  CITY  CENTRE) 

Pharmacist  required  tor  2-3  days 
per  week. 

•  Hours  negotiable 

•  Salary  very  attractive  and 
negotiable 

•  Excellent  support  staff 

•  No  paperwork  involved 

•  Newly  qualified  welcome  to 
apply 

Please  contact  Mr  Edem 
on  0151  207  3955 


NOTTS  £30k  + 

Pharmacist  Manager/Long  Term 
Locum  wanted  for  branch  pharmacy. 
5  day  week.  Competitive  salary. 
Excellent  staff.  No  paperwork.  No 
Saturdays. 

MOBILE:  0961  367907 


Near 
Heathrow  Airport 

Preregistration  student  required 
for  immediate  start.  If  you  want 
good  training  and  want  to  work  in 
a  pleasant  environment  then  ring 
me,  U.  Patel. 

0181  759  0553 


WINCHMORE  HILL 
LONDON  N21 

Experienced  Counter  Assistant/Dispensing 
Assistant  required  for  this  busy  very 
modern  pharmacy  Recently  relocated 
We  have  the  benefit  <>l  the  Epos  SvMeni 
and  touch  screen  computer  etc 
Please  telephone 
Bella  Donna  Pharmacy 
on  0181  364  0250 


London  W5 

Pharmacist  Manager  with  wide  experience 
in  merchandising  and  sales  to  manage  a 
high  street  branch  and  to  assist  in  the 
management  of  a  group.  Exceptional 
remuneration  package  to  include  salary 
and  expenses  for  suitable  candidate.  Two 
bedroom  accommodation  can  be  made 
available  as  part  of  the  package. 

Please  telephone  0836  242884 
to  arrange  an  interview 


BUSINESSM 


A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


EXCESS  STOCK 


TRADE  LESS  25%+VAT  -  2x5  Neo- 
Recormon  amps  5000  (exp  10/99) 
Cold  chain  maintained:  1x5x1. 5ml 
Hypurin  Bovine  (Isophane)  (exp 
3/99);  58  caps  Retrovir  250MG  (exp 
8/00),  34  tabs  Epivir  150mg  (exp 
10/99),  25  Avon  single  use  giving  sets 
(SI.  each).  Tel:  01222  494373. 
TRADE  LESS  30%+VAT  -200 
Floxapen  vials  500mg  (exp  2/99)  30% 
off  Tel:  0171  722  5221. 
TRADE  LESS  35%+ VAT  -  Sandostatin 
lOOmcg  (exp  5/01),  Nomad  cas- 
settes.as  new  25%.  Tel:  01482  354260. 
TRADE  LESS  25%+VAT  -  Clexane 
20mg  inj-  4x10x0. 2ml  syringes  (exp 
12/99),  Clexane  40mg  inj.  4x10x0.4ml 
syringes  (exp  9/99).  Tel:  01380 
723804. 

TRADE  LESS  30%+VAT  -  Rifater  (exp 


6/01),  Fragmin  100,000/4ml  (exp 
02/00),  Ptiregon  50iu  (exp  05/99).  Tel: 
0121475  2556. 

TRADE  LESS  25%+VAT  -  31  Neoral 
50mg  (exp  5/00),  230  Cellcept  250mg 
(exp.  1/99  &  6/99),  48  Cellcept  500mg 
(exp.  7/99).  Tel:  0115  9637612 

TRADE  LESS  50%+VAT  -  20  Fortum 
vials  500mg  (exp.  12/98),  15  Fortum 
vials  500mg  (exp.  2/99),  27  Fortum 
vials  500mg  (exp.  11/99).  Tel:  01432 
277079. 

TRADE  LESS  50%+VAT+postage  - 

Britloflex  (exp  11/98),  Hydrosaluric 
25mg  (exp  11/98),  Aldactone  lOOmg 
(exp  3/00),  Aprovel  75mg  (exp  10/99). 
Tel:  01476  571286. 
TRADE  LESS  35%+ VAT  -  Sabril 
500mg  tabs  (exp  9/00),  20%+VAT  - 
Epihm  500mg  tabs  (exp  8/99), 
Stemetil  sachets  (exp  8/99),  Rhino- 
last  (exp  8/99).  Tel:  0171  249  2441. 


MULTIPLES 
INDEPENDENTS 

HOSPITALS 
H.  M.  PRISONS 


PH  ARM-ASSIST™ 

Professional  Locum  introduction  Service 

Committed  to  Dispensing  Chemists  and  Pharmacists 

Tel:  01757  291133 

01  757  291144    (  FRRFErE 
Fax:  01757  291155 


City  &  Nationwide 
Locums  Ltd 

We  provide  long-term,  Short-term 
and  emergency  cover,  having  had 
several  years  experience  providing 
cover  to  the  leading  supermarkets 
and  the  Independents.  We  strive  to 
provide  quality,  consistency  and 
reliability.  So  if  you're  looking  for 
work  or  have  a  need  for  a  locum 

Call  us  now  on 
0121  241  7752 


ATTENTION! 

New  Service 

Locums  advertise  yourself. 
Proprietors,  use  lists  - 
d(  >n't  pay  agency  Ices. 

For  further  information  send  a  SAE  to 
Locum  Lists  Ud,  PO  Box  7194, 
Bromsgrove,  B6l  8Qd 


Direct  Medical  Appointments 

urgently  require 
I. m  um  Pharmacists 
all  areas 

Don  'I  delay  call  or  fax  us  today  on 
Head  Office:  01742  472525 
fax:  (11742  472535 
South  West  Office:  01X03  240100 
fax:  01X03  290200 


Countrywide  Locum  Services 

Locums  urgently  required  to  covet 
Gloucester,  Bristol,  Kent,  Norfolk  an< 
Swindi  hi  ti  i  help  us  provide  a  faster, 
mi  in  •  efficient  and  friendly  servic  e. 

Contact  Erica  now... 
Phone/Fa\  01268  773366 
or  mobile:  07771  6331 19 


FOR  RECRUITMENT  ADVICE  & 
ASSISTANCE  AND  TO  FIND 
OUT  HOW  YOU  CAN  REACH 
OUR  CAREFULLY  TARGETED 

AUDIENCE  OF  14761* 
PLEASE  CALL  CAROLINE  ON 

01 732  377421 

*ABC  JAN-DEC  '97 


TRADE  LESS  40%+ VAT  +  postage  - 

60x2ml  Pulmicort  lmg  (exp  1/00), 
40x2ml  Pulmicort  0.5mg  (exp  6/99), 
60x20mg  Ikorel  tabs  (exp  7/99).  Tel: 
01290  550  387. 

TRADE  LESS  60%+VAT  +  postage  - 
Fluorinse  100ml  (exp  11/98), 
50%+VAT+  postage  -  Aldactone 
lOOmg  (exp  4/99),  Dansac  Unique  2- 
55  (ref.  502-55),  Illeodress  Plus  S413. 
Predfoam  (exp  8/00),  Coloplast  pc 
3000  (8735)  Ostomy  bags  (exp  12/98). 
Simcare  closed  stomapouch/filter 
32mm  32-330-22(20).  Lasix+K  tabs 
(exp  5/99).  Tel:  01923  825753. 

TRADE  LESS  30%+VAT  -  2  Suprefact 
N.S.  (exp  4/99),  1  Suprecur  N.S.  (exp 
1/00).  TEL:  0181  759  0553. 

TRADE  LESS  50%+VAT  +postage  - 
1x30  Mirage  drainable  pouch  ref  32- 
520-10.  Tel:  01903  202746. 


TRADE  LESS  50%+VAT  -  Retrovir 
250mg  x  80  (exp  1/99),  4  Diprosone 
ointment  (exp  5/00)  168  Sotalol  80mg 
(exp.  10/98),  200  Asendis  (exp  5/01), 
50  Konakion  10  (exp  03/01),  Teoptic 
2%  (exp  01/99).  Tel:  01386  446244. 

TRADE  LESS  50%+VAT  -  Retrovir 
lOOmg  caps  (exp  02/00),  60  Zanaflex 
2mg  tabs  (exp  06/02).  Tel:  01232 
391460. 

TRADE  LESS  40%+VAT  -  Innohep 
20,000  0.7mlx26  (exp  8/99)  Manerix 
tabs  xl20  (exp  12/99),  Nutnzym  G.R. 
xl89  (exp  11/98),  Synflex  tabs  x60 
(exp  6/01),  Sabril  xl67  (exp  7/01), 
Nozinan  x384  (exp  8/01).  Tel:  0161 
998  3912. 

TRADE  LESS  50%+VAT  -  2x10  Cal- 
cium Folinate  15g  (exp  7/00),  4x30 
Megace  160g  tab  (exp  3/00).  Tel:  0151 
922  3932. 


EXCESS  STOCK  CAUTION 
Pharmacists  are  responsible  for  the  quality,  safety  and  efficacy 
of  medicines  they  supply.  In  purchasing  from  sources  other 
than  manufacturers  or  licensed  wholesalers,  they  must  satisfy 
themselves  about  product  history  and  conditions  of  storage, 
and  keep  a  record  of  such  purchases. 
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BUSINESS  WANTED 


LEWIS 


ilils 


D  A  Y 
LEWIS 


Expanding  chain  of  over  30  pharmacies  seeks  to  acquire  pharmacies  in 
excess  of  £400,000  turnover  in  South  East  England  and  East  Anglia.  Groups 
or  individual  pharmacies  considered.  FREEHOLD  PURCHASED.  For  a 
quick  sale  please  write,  telephone  or  fax  details  in  strictest  confidence  to: 

Kirit  Patel,  Day  Lewis  Pic,  Bensham  House,  324  Bensham  Lane, 
Thornton  Heath,  Surrey  CR7  7EQ 
Tel:  0181  689  2255.  Mobile  0860  484999.  Fax:  0181  689  0076 


PRODUCTS  &  SERVICES 


ee 


ethical 


Ethical  Generics  are 
pleased  to  introduce 


Clotrimazole  50g  Cream 

At  long  last  you  now  have  the  opportunity  to  dispense 

a  competitively  priced  generic  against  any  open 
scripts  you  may  receive  for  Clotrimazole  50g  cream. 

No  need  to  oversupply  by  dispensing  3  tubes  of  20g. 

We  can  provide  you  with  a  more  cost  and  space 
effective  alternative. 

For  further  details  please  contact 
Ethical  Generics  on  01635  568445 


SOI  IITIflMS  IT! 


WHAT  DOES  EPoS  STAND  FOR? 
Extra  Profit  On  Sales 

To  find  out  how  your  business  can  benefit  from  Epos  contact 

POSITIVE  SOLUTIONS  LIMITED 
on  01254  833300 


PRODUCTS  &  SERVICES 


QVMRx 

NONE  of  us 
is  as  strong  as 
ALL  of  us 


For  further  Details  On  a 
'NEW  DEAL' 
from  SUPPLIERS 
to  CAMRx  Buying  Group 
Call  now  on  FREEPHONE 

0800  526074 

Mr.  R.  L.  Hindocha.  BPharm.MR  PharmS.FInstD. 
54/62  Silver  Street,  Whitwick,  Leicestershire  LE67  3ET 


PHARMACY  NEON  SIGNS 
GREEN  CROSS  PROJECTORS 

Contact  us  last  for  the  best  deal! 

Tel:  0121  359  1934 
Fax:  01676  533162 


FAYLITE  SIGNS 


BUSINESSlink 


A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


TRADE  LESS  25%+VAT  -  2x50  Pro- 
graf  5mg  caps  (exp  12/99).  Tel:  0171 
607  4525. 

TRADE  LESS  40%+VAT  -  63  Cypro- 
stat  lOOmg  (exp  10/99),  14  Van- 
comycin 125mg  (exp  11/98),  84  Cat- 
apres  300mg  (exp  12/98),  84  Lederfen 
CP  300mg  tabs  (exp  12/98),  28  Fordil 
12mg  (exp  11/98).  Tel:  01269  850302. 

TRADE  LESS  40%+VAT  -  Atrovent 
Forte  (exp  6/00),  Meptid  (exp.  1/01)  , 
Fenbid  caps  (exp  1/03),  Lamictal 
50mg  (exp  6/00).  Tel:  0115  978  5744. 

TRADE  LESS  50%+VAT  + postage  - 
Hollister  Impression  Ref  3495  35mm 
9x10,  Biotrol  Integrate  70mm,  ref  32- 
470x2,  Convetec  combihesive  flanges 
45mm  S353x4,  Salts  cohesive  seals 
48mm  839002  20  seals.  Tel:  01929 
422115. 

TRADE  LESS  25%+VAT  +p&p-  Brita- 
ject  20mg/2ml-  10x5  (exp  6/99),  Pure- 


gon  50iu  50  (exp  1/99),  Pergolide 
5x100  250mcg  (exp  6/99),  Intron  A 
SmlAinits  xll  (expll/00).  Tel:  01245 
264252. 

TRADE  LESS  50%+VAT  -  Serevent 
inhaler  Plis  (exp  10/99)  £19.  Zocor 
2mg  PL's  (exp  1/00)  520=50,  Prozac 
20mg  (exp  12/99)  £15,  Innovace  20mg 
(exp  12/99)  £10,  A.C.TH  Gel  (exp 
10/98)  £3/vial,  Sporanox  liquid  (exp 
1/99).  Tel:  01226  383225. 

TRADE  LESS  50%+VAT  -  280  Rilutek 
50mg  (exp  2/99).  Tel:  01232  .391460 

FOR  SALE 

"OLDHAM"  ILLUMINATED  GREEN 
CROSS  SIGN  -  H.587mm  x  W170mm 
x  projection  760mm  .  V.good  condi- 
tion £125  ono.  White  metal  CD  cabi- 
net L559mm  x  H1534mm  x  W152mm. 
Excellent  condition.  £100  ono.  Tel: 


01835  823732. 

PRESCRIPTIONS  SIGN  -  with  trans- 
former. Dispensary  fridge.  'Green 
Cross'  pharmacy  sign.  Two  sets  of 
dispensary  scales  and  weights.  Tel: 
0114  274  5320. 

NOMAD  TRAYS  -  and  accessories  - 
price  negotiable,  exellent  condition. 
Tel:  0181  449  0708.  evenings. 

SINGLE  TILL  EPOS  SYSTEM  - 
excess  to  requirements  £1500  ono. 
Tel:  01505  502506  -  day,  or  0141  884 
8088  evenings. 

RANGE  -  of  gents/ladies  styles, 
colours,  strengths,  reading  glasses. 
Total  retail  price  £1000  -  £400  plus 
VAT  plus  carriage  ono.  JR  POS  cash 
till  (EPOS)  Good  working  order,  £500 
plus  VAT  plus  carriage  ono.  Tel:  0114 
2554361. 

WANTED 

MEDICINE  TROLLY  -  suitable  for 
MDS  system,  28  in  wide.  Medicine 
cupboard  -  approx  38  in  wide.  No  CD 
section  required.  Tel:  01873  854310. 

RELIABLE  -  second  hand  tablet 
counter.  Tel  0171  727  5470  ask  for 
Ashwin. 


TO  PROMOTE 
YOUR  PRODUCT, 
SERVICE  OR 
BUSINESS 
FOR  SALE 
TO  12,1 45*  RETAIL 

PHARMACIES 
ACROSS  THE  UK. 
PLEASE  CALL 
CAROLINE 
ON  01732  377421 

*ABC  JAN-DEC  1996 
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PRODUCTS  &  SERVICES 


Sigma  Pharmaceuticals  Pic 

1,  Colonial  Way,  Watford,  Herts 


Introducing  four  popular 
herbal  remedies  exclusive 
to  Sigma 


R.R.P. 

Sigma 
Price 

'Karela'  Capsules  (30) 

4.99 

3.08 

Vegecaps  (30) 

5.99 

3.70 

Tumeric  Capsules  (50) 

7.99 

4.95 

Ginger  Capsules  (50) 

7.99 

4.95 

Garlic  Capsules  (50) 

7.99 

4.95 

No  minimum  order  quantity. 
All  prices  subject  to 
settlement  discount 


Dear  Cool  Dude'!!! 

We  would  like  to  take  this  opportunity  to  introduce 
to  you  an  interesting  new  product  brought  to  us  by 
the  Americans.  This  new  product,  has  been  a 
success  in  every  sense  of  the  word  in  the  U.S.A. 
Last  year  they  reached  sales  of  $35  million  and 
this  year  they  estimate  $50  million. 
What  is  this  product?  It's  a  fan!  But  no  ordinary  fan.  it's  the 
SUPER  COOLER  MIST  FAN. 

The  principle  is  very  simple,  yet  ingenious.  A  conventional  hand  held  fan 
is  attached  to  a  water-misting  bottle.  The  combination  of  the  two,  has 
the  same  effect  as  perspiration  and  air  to  cool  you  down.  Just  spray  the 
water  of  any  part  of  the  body  and  direct  the  fan  on  the  misted  area.  The 
special  blades  (made  from  foam),  are  child  proof  (6  mths+)  and  the 
whole  unit  has  its  own  carrying  strap.  They  come  in  wild  bright  summery 
colours,  that  will  make  it  a  cool  summer  accessory. 
Why  not  sell  them  out  in  your  stores?  We  hold  the  distribution  for 
UK/Ireland  and  the  EEC,  as  this  is  set  to  be  all  the  craze 
for  Summer  1998.  Please  look  below  at  the  profits 
you  can  make  on  this  product! 


if  you  wish  to  place  your  order  please  call  us  on 
tel  no  01923  444999  or  fax  on  01923  444998 

Stay  cool  for  1998  with  a  SUPER  COOLER  MIST  FAN. 

N.B.  Posters  can  be  available  with  your  order  on  request. 


Telephone:-  Main  Line  (01923)  444999 
Customer  Service  Line  (01923)  331409 
Stock  Inquiry  (01923)  331421 
Fax:  (01923)  444998 


Free  entries  in  'Business 
Link'  (maximum  30 
words)  are  restricted  to 
community  pharmacist 
subscribers  to  Chemist 
&  Druggist.  No  trade 
advertisements  will  be 
permitted.  Adverts  must 
be  submitted  on  the 
coupon  (right),  which 
must  be  properly 
completed,  and  include 
an  expiry  date  for 
products.  Acceptance  is 
at  the  discretion  of  the 
Publishers  and  depends 
on  the  space  available. 
Pharmacists  should  only 
advertise  medicines  for 
sale  where  the  product  is 
discontinued  or  in  short 
supply.  Medicines  must 
be  unopened  and  in 
original  packaging. 


To:  Business  Link,  CHEMIST  &  DRUGGIST,  Miller  Freeman  House, 
Sovereign  Way,  Tonbridge,  Kent  TN9  1RW. 

PLEASE  COMPLETE  IN  BLOCK  CAPITALS 


Surname  . .  . 
First  names . 


Address 


 Postcode 

Personal  RPSGB  Registration  number  

Telephone  Number  

Proposed  advertisement  copy  (maximum  30  words) 
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ABOUT 


Cohens  gets  into  the  way  of  giving 


A  sponsored  hike  along  the  Pen- 
nine Way  by  a  driver  from 
Cohens  Chemist  central  ware- 
house has  mushroomed  into  a 
charity  initiative  which  could 
involve  all  the  Bolton-based  com- 
pany's 54  outlets. 

Money  raised  by  driver  Joe 
Tucker,  who  used  a  fortnight's 
holiday  to  do  the  walk  from 
Edale  to  Kirk  Yetholm,  combined 
with  the  proceeds  of  other 
fundraising  events,  means  a 
Bolton  children's  hospice  will 
benefit  to  the  tune  of  £5,300. 

An  'open  air  day'  on  August  9, 
held  at  the  Deane  &  Derby 


Cricket  Ground,  attracted  400 
people  and  raised  £750.  Shop 
staff  have  sold  badges  and  bears, 
and  donated  pay.  Warehouse 
staff  raised  S60  from  a  'mistake 
box'  at  SI  a  time. 

Margaret  Higson,  the  com- 
pany's locum  co-ordinator,  who 
has  also  become  the  charity  co- 
ordinator, is  going  with  the  com- 
pany's owners,  pharmacist 
Anwer  Patel  and  his  accountant 
brother  Yakub,  to  present  the 
money  to  the  Derian  House  Hos- 
pice this  week. 

The  success  of  t  his  year's  char- 
ity challenge  means  it  looks  like 


becoming  an  annual  event.  To 
give  the  company's  branches  in 
Manchester  and  Leeds  a  more 
local  focus  for  fundraising,  hos- 
pices in  these  two  cities  will  also 
benefit  from  future  efforts. 

"Children's  hospices  do  not  get 
support  from  health  authorities 
and  rely  on  donations,"  explains 
Mrs  Higson.  She  has  just  been 
certified  by  her  GP  as  fit  to  train 
for  a  sponsored  parachut  e  jump. 

Joe  Tucker'  is  looking  for  vol- 
unteers to  join  him  in  another 
Pennine  marathon  next  May. 
Karen  Rice,  a  pharmacy  man- 
ager, looks  all  set  to  take  part. 


A  Goldstiield  survey  of  health 
professionals  has  raised  £4,026 
for  the  National  Society  for  the 
Prevention  of  Cruelty  to  Children. 
For  each  survey  form  returned 
Goldshield  donated  £1  to  the 
charity.  The  'sweetener'  worked 
as  the  response  rate  of  17  per 
cent  is  much  higher  than  normal. 
Sarah  Schofield  (left)  from  the 
NSPCC  is  presented  with  a 
cheque  by  Faye  Nicholas,  brand 
manager  for  Infaderm  and 
Infadrops,  who  believes  this  will 
be  the  first  of  many  joint  ventures 
with  the  NSPCC 


All  the  right  props  for  olde  worlde  festival 


Pharmacist  Dorothy  Drirry  and 
her  staff  had  just  t  he  right  kind  of 
backdrop  when  they  dressed  in 
early  19th  century  costume  to 
celebrate  the  Old  Town  Festival 
in  Bridlington  recently. 

The  pharmacy  she  took  over 
on  the  High  Street  this  spring 
dates  back  to  1811  and  contains 
some  of  the  original  fittings. 

The  previous  owner,  Lol  Elliot, 
was  once  offered  S  10,000  by  an 


American  for  the  shelves  full  of 
medicine  drawers  and  drug  jars, 
but  opted  instead  to  sell  them  to 
the  property's  trustees,  the  Lords 
Feoffees,  who  have  agreed  to 
preserve  them  in  the  pharmacy. 

The  festival  aimed  to  bring 
more  trade  into  the  old  part  of 
the  seaside  town. 

Mrs  Drury  worked  as  a  hospi- 
tal pharmacist  and  did  locums 
before  taking  over  the  business. 


Amersham  chief  to  be  new  chairman  of  The  Prince's  Trust 


William  Castell,  chief  executive 
of  Nycomed  Amersham,  is  taking 
on  a  new  role  from  mid-Septem- 
ber as  chairman  of  The  Prince's 
Trust. 

Mr  Castell  first  came  into  con- 
tact with  the  Trust  in  1993  dur  ing 
a  visit  with  the  Prince  of  Wales  to 
the  Penrhys  housing  estate  in  the 
Rhonnda  Valley.  He  was  instru- 


mental in  setting  up  the  Penr  hys 
Partnership,  a  scheme  to  help 
tackle  high  unemployment  and 
other  social  problems  in  the 
village. 

Newspaper  reports  say  that 
each  year  he  invites  erght  or  nine 
yqung  people  from  Penrhys  to 
spend  a  week  with  his  family. 

Mr  Castell  was  appointed  chief 


executive  of  Amersham  Interna- 
tional, now  Nycomed  Amer- 
sham, in  1990,  having  formerly 
been  group  commercial  director 
of  Wellcome  pic. 

The  Prince's  Trust  spends 
about  S40  million  a  year  to  help 
young  people  between  14  and  30 
with  training,  personal  develop- 
ment and  loans  arrd  grants. 


APPOINTMENTS 


Charles  Gladwin 


Gladwin  appointed 
News  Editor  at  C&D 

Chemist  &  Druggist  has 
appointed  its  senior  news 
reporter  Charles  Gladwin  as 
News  Editor. 

Mr  Gladwin  joined  C&D  as  a 
trainee  journalist  in  November 
1995  having  worked  in 
community  pharmacy  for 
seven  years. 

He  graduated  from  the 
School  of  Pharmacy,  University 
of  London,  in  1987  and  worked 
as  a  relief  pharmacist  in  south- 
east London  and  north  Kent 
before  spending  four  years 
with  an  independent  pharmacy. 

Ian  Hannaford  has  been 
appointed  assistant  brand 
manager  for  Regaine  by 
Pharmacia  &  Upjohn.  He  joins 
from  Procter  &  Gamble. 
Dale  Arm-Riding  is  Positive 
Solutions'  new  sales  manager. 
He  will  be  responsible  for 
major  groups  and  accounts 
throughout  the  UK  and  Ireland. 
Hugh  Collum  becomes  a 
director  of  Chiroscience  Group 
from  October  1,  when  he 
succeeds  Lord  Henry  Chilver 
as  chairman.  He  is  currently 
executive  vice-president  of 
Smithkline  Beecham.  Dr 
Robert  Jackson  becomes 
executive  director  R&D. 
Dr  Mike  Gaitonde  has  been 
appointed  medical  director  for 
Shire  Pharmaceutical  Contracts 
Ltd.  He  joins  from  Roche. 
The  post  of  technical  director 
to  the  Child-Safe  Packaging 
Group  has  been  filled  by 
Trevor  Hopley  of  United 
Closures  &  Plastics. 
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20-21ST  SEPTEMBER  1998 

CHEMEX 


COMES  ALIVE 


DELIVERING 

THE  RIGHT  RESULTS 

Chemex  is  THE  event  in  the  UK  for  retail 
pharmacy  professionals  with  the  biggest 
gathering  of  companies  in  the  market 
combined  with  an  extensive  range  of 
features  and  seminars.  This  year  will  see  a 
vast  range  of  exhibitors  representing  the 
full  spectrum  of  pharmacy;  prescription 
medicines,  OTC  products,  health  foods, 
alternative  remedies  through  to 
information  technology  and  business 
services  and  more.  Chemex  is  THE  one- 
stop  event  addressing  all  aspects  of 
pharmacy;  commercial  and  professional. 


NEW  FOR  1998 

•  A  major  new  attraction  -  the  two  concept 

shops  offering  stimulating  ideas  for  the 
future.  Also  free  advice  on  design,  layout, 
merchandising,  lighting  and  shelving. 

•  Experience  the  new  OTC  Village  and  hear 
from  OTC  manufacturers  about  their  strategy 
for  pharmacy  in  the  special  symposium  theatre. 

•  Bigger  and  better  NPA  Village  and  a  new 
business  advice  seminar,  supported  by  the 
National  Pharmaceutical  Association. 

•  Free  seminars  over  the  two  days  focusing 
on  new  products  and  trends  in  the  market. 

•  Keynote  address  from  major  industy 
personnel  and  professional  bodies  including: 
RPSGB,  PAGB,  PSNC,  CPAG,  NPA 


EX'98 


20-21  SEPTEMBER  1998 
OLYMPIA  2  LONDON 


Order  your  COMPLIMENTARY  tickets  now  by  phoning 
01203  426402  or  fax  the  coupon  below  to  01203  426463 


sreisilEi  iy    Please  send  me:  visitor  tickets  (please  specify  quantity) 
Name: 

Company  name: 


information  on  exhibiting  at  Chemex  98 


^jij^  Telephone 


Job  title: 
Address: 

Town: 


Postcode: 


HAiiMAceimcAi 


Fax:  email: 
Return  coupon  to:  Chemex  98,  Miller  Freeman  UK  Ltd,  Sovereign  Way,  Tonnridge.  Kent  TN9 1RW. 


Coming  soon... 
the  brand  leader 
goes  from  strength 

to  'EXTRA  STRENGTH' 


